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MOST IMPORTANT PRODUCT! 








LIFE ™ a complete 


line of permanent and 
term including: 
e Preferred Risk e Mortgage Protection 


¢ Business Insurance e Favorable Settlement 


Service ( 
e Family Income Options 


e Salary Savings e Substandard up to 
e Pension Trust Service 500% 


Plus a dividend scale that has been increased 7 
times in the last 11 years. 


NON-CAN at competitive rates. 


Short and Long Term Disability Income with all 
optional coverages plus 


e Key Man ¢ Business Women’s 
e Family Hospital Income 
¢ Major Medical e Substandard 


GROUP to fit any need. 


Regular and Small Group with all of the extra cov- 
erages plus 


e Employee Benefit Plans 
e Credit Life with or without disability* 
e Paid-Up Group 


*Where permitted by State Law. 


Underwritten by 


LIFE INSURANCE COMPANY 
OF PORTLAND, MAINE 


Canadian Head Office — Montreal, P.Q. 


Keidaaal Eighth Oldest Life Insurance Company 
RollandE. Irish, President * John R. Carnochan, Vice President in Charge of Agencies 
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PERFEECT PROSPECT 

for ASTNA LIF'H’S 
PROFESSIONAL PARTNERSHIP 
INSURANCE PLAN 


He's Dr. George F. Hosmer .. . age 41 . . . practices surgery with two 
other partners . . . makes a fine income . . . the partnership enjoys a large and growing 
practice. BUT... 


The partners have not provided for the future of the partnership or an income 
for the deceased's family should death suddenly disrupt the partnership. 


Dr. Hosmer and his colleagues are perfect prospects for Atna Life's Professional 
Partnership Plan. Certain rulings under the 1954 Internal Revenue Code have increased 
the advantages for professional partnerships to consider such a plan. 


You, Mr. General Insurance Man, undoubtedly know of professional 
partnerships (architects, dentists, etc.) like this. Check your files . . 

and then call your nearest Atna Life General Agency. They will 

be pleased to demonstrate how this Aetna Life plan can help your clients. 
You benefit, too — from this EXTRA SERVICE — through 
large-commission sales. 


















SERVICE TO GENERAL INSURANCE MEN 


, “Compass” is a thly A€tna Life service publication 
\ written especially for general insurance men and 

\ brokers. It points out unusual opportunities for 
Building commissions and for cementing client 
relationships. To receive your copy regularly write: 
“Compass,” €tna Life Insurance Co., Hartford 15, Conn. 





FJETNA LIFE 


INSURANCE COMPANY 


Affiliates: A€tna Casualty and Surety Company 


Standard Fire Insurance Company 


HARTFORD, CONNECTICUT 





THE NATIONAL UNDERWRITER, Life Insurance Edition. Published weekly by the National Underwriter Company, Office of Publication, 175 W. Jackson Blvd., Chicago, Ill., U. S. A. Gist 
year, No. 19, Friday, May 10, 1957. $7.50 per year (3 years $20); Canada $8.50 per year (3 years, $23); Foreign, $9 per year (3 years, $24.50). 30 cents per copy. Entered as second-class matter 
June 9, 1900, at the post office at Chicago, Ill., under the Act of March 3, 1879. 
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Supreme Court of 





Variable-Income 


Conn. Rules Against Sroup Annuities 


Variable Contract 


Gives Commissioner Right 
to Enjoin Endowment Plan 
of Bridgeport Fraternal 


HARTFORD—The supreme court of 
Connecticut has ruled against issuance 
of a variable endowment contract. 

While the policy involved differs 
materially from the typical variable 
annuity, the language of the court’s 
opinion, with its repeated references 
to “annuity,” seemed directed at the 
variable annuity type of contract even 
though no such contract was involved. 

Prudential, which has three variable 
annuity bills pending in the New Jer- 
sey legislature, would not comment on 
the effect of the Connecticut decision 
until its counsel had had a chance to 
study the opinion. 


The Connecticut ruling grew out of 
a proposal of American Life Insurance 
Assn., a Bridgeport fraternal insurer, 
to issue an endowment policy under 
which half the premium would be in- 
vested in a stock fund, resulting in a 
maturity value that would vary in ac- 
cordance with the value of the securi- 
ties. If an annuity were to be taken as 
a maturity option, however, it would 
be on the conventional fixed-dollar 
basis rather than varying with stock 
earnings, as with the usual form of 
variable annuity. 

The court’s action prevents Ameri- 
can Life from issuing the variable en- 
dowment not only in Connecticut but 
in any of the seven other states in 
which it is licensed. Since the supreme 
court is the state’s top tribunal and 
there is no constitutional issue on 
which to appeal to the U.S. Supreme 
Court, American Life has no choice 
but to wait until 1959, when the next 
legislative session meets. The bills in 
the current session have been referred 
to the state legislative council for 
study. 


The Connecticut decision, written by 
associate justice Baldwin, former Con- 
necticut governor and U.S. senator, de- 
clares that fixed-income insurance is 
the only kind that can be written in 
the state. 

The variable annuity principle, ac- 
cording to the decision, involves “so 
basic a change in insurance procedure” 
that it violates Connecticut law. 
Hence, Judge Baldwin declared, the 
matter is “one more properly addressed 
to the legislature than the court.” 

2 The court objected to using the word 
annuity” for a contract paying a vary- 
Ing income. 

“The policy to be issued under the 
annuity option would provide for pay- 
ment not of a fixed amount of money 
but of an uncertain sum, which is quite 
different from the legal concept of the 
word annuity,” the opinion stated. 
_Discussing American Life’s conten- 
tion that payment of an endowment or 

(CONTINUED ON PAGE 36) 


Urged in Mass. 


The variable income group annuity 
contract suggested to the Massachu- 
setts commission that is studying var- 
iable annuities is essentially a plan 
for allowing life companies to main- 
tain special funds for group annuity 
contracts in cases in which such fund- 
ing is contractually agreed upon. No 
additional legislation authorizing var- 
iable annuities would be needed. In- 
vestment limitations applied to such 
special funds would be considerably 
more liberal than those applied to 
other life insurance funds and perhaps 
might allow investments in common 
stocks as high as 50% to 100% of 
fund assets. 

The proposal was made at a com- 
mission hearing by Robert E. Slater, 
vice-president of John Hancock. 

“This concept of variability would 
not necessarily imply complete aban- 
donment of guarantees,” said Mr. Slat- 
er. “Guarantees, if desired, could still 
be made with respect to individual 
employes certificates, with the provi- 
sion that if investment operations had 
adverse results the employers would 
have to supply additional financing. 
This is as much guarantee as exists 
now with reference to some of the pen- 
sion administration cases offered by 
life insurance companies today.” 

It might be arranged, said Mr. Slat- 
er, that only cases above a certain size 
would be individually funded and the 
smaller cases pooled. On the larger 
cases, separate contractual agreements 
might provide for specific proportions 
of investment types within broader 
ranges. An over-all pattern might be 
applied to all cases to the extent that 
the variations in benefit payments in- 
troduced by surplus earnings could be 
restricted to the funds not yet applied 
at retirement, and after retirement 
fixed guaranteed benefits could be 
specified. 

If the pension program required no 
guarantees by the insurer, the fund 
would operate very much like funds 


now placed with a trust company un- 
(CONTINUED ON PAGE 35) 





Irvine Nominated 
for MDRT Executive 
Committee Post 


James B. Irvine Jr., general agent 
of National Life of Vermont at Chat- 





W. D. Davidson 


James B. Irvine Jr. 


tanooga, has been nominated as the 
new member of the 1958 executive 
committee of the Million Dollar Round 
Table. 

The nominations, made by a com- 
mittee headed by Immediate Past 
Chairman Arthur F. Priebe, Penn Mu- 
tual, Rockford, Ill., were disclosed to 
the membership in a letter from MDRT 
Chairman Howard D. Goldman, Rich- 
mond, general agent for Virginia for 
Northwestern Mutual Life. They will 
be voted on July 3 at the business ses- 
sion during the annual meeting at 
the Greenbrier hotel, White Sulphur 
Springs, W. Va. The new executive 
committee will go into office Oct. 31, 
1957. 

* e + 

Interest in the nominating commit- 
tee’s slate always centers on the new 
man who is added each year, because 
in the normal progression he becomes 
chairman the third year following his 
election to the committee. 

In line with tradition, Vice-chair- 
man William D. Davidson, Equitable 
Society, Chicago, is nominated for 
chairman of the 1958 Round Table. 
Adon N. Smith II, Northwestern Mu- 
tual, Charlotte, N.C., who is serving 
his second year on the executive com- 
mittee, is nominated for vice-chairman. 
Robert S. Albritton, Provident Mutual, 
Los Angeles, is nominated for reelec- 

(CONTINUED ON PAGE 36) 





Late News Bulletins... 











John Hancock to Enter Personal A&S Field 


John Hancock will enter the individual A&S field on May 15 by introducing a 
series of personal health insurance policies designed to help meet loss of income 
and the cost of hospital, surgical and medical care. The new program has been 
developed for premium notice business and, with certain modifications, for 
monthly debit business. The program includes a series of policies consisting of 
monthly income for employed men or women, providing monthly payments 
up to $400 for men and $300 for women in the case of total disability from ac- 
cident or sickness or from accident only; hospital expense and major medical 
for the individual and the family. The monthly income personal health policies 
are non-cancellable and guaranteed renewable to the policy anniversary fol- 
lowing the 65th birthday (60th birthday under a disability income policy issued 
to women). The hospital and major medical are guaranteed renewable to the 
policy anniversary following the 65th birthday of insured, or of the insured’s 
spouse, if a covered family member, whichever anniversary is later. The month- 
ly income policies contain additional valuable features such as waiver of pre- 
mium benefit, benefits for loss of life, limbs or sight due to injury, additional 
benefit for accidental death on a common carrier, and, in some policies, a par- 


tial disability benefit. 


6lst Year, No. 19 
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Credit-Life 
Called Challenge to 


State Supervision 


Realistic Approach To 
Problem Is Vital, Hill 
of Hancock Declares 


WHITE SULPHUR SPRINGS—If 
the life insurance industry hopes to 
retain state control of Insurance and 
the right to determine its premium 
rates, it must take a realistic approach 
to the credit life insurance problem, 
John M. Hill II, associate counsel of 
John Hancock, told the spring meeting 
of Assn. of Life Insurance Counsel. 

Mr. Hill suggested that the insur- 
ance industry write a uniform amend- 
ment to the insurance laws, imposing 
twin limits on the amount the debtor 
is charged and the amount the creditor 
may receive for such insurance. 

He said credit life insurance as 
presently regulated offers great temp- 
tation to all types of finance organiza- 
tions in the field of consumer credit 
to secure over and above permissible 
interest rates or time charges. He 
noted that profiteering at the expense 
of the insured borrower is widespread 
in both the loan and retail installment 
sales fields, and that the insurance 
laws are woefully inadequate to pro- 
tect the consumer or the life insurance 
industry. 


Mr. Hill suggested that these factors 
be considered in arriving at an effec- 
tive regulation of this type of business: 

1. The regulation should be an 
amendment to the insurance laws of 
each state and should be administered 

(CONTINUED ON PAGE 36) 








Surgeon Hits Practice 
of By-Passing Insured 
in Paying Benefits 


Dr. Loyal Davis, professor and chair- 
man of the department of surgery at 
Northwestern university medical 
school, told a meeting of American 
Surgical Assn. in Chicago this week 
that medical societies, abetted by in- 
surance companies, are undermining 
the practice of surgery by setting fee 
schedules for operations in a manner 
similar to the way trade unions operate. 
“It is a pernicious practice for insur- 
ance companies to send a check for 
surgical operation to the surgeon, he 
contended. “It leads to dishonesty in 
setting fees, to fee splitting, to public 
bickering between the family doctor 
and surgeon over the percentage of 
the fee paid to each, to the use of in- 
competent physicians as assistants, and 
to a practice, rapidly increasing, of 
having insurance companies set a 
schedule of fees which are to be fol- 
lowed as rigidly as one would pay a 
carpenter the union hourly scale.” 
He charged that one of the most ser- 
ious undermining of the surgical pro- 
fession is the encouragement of insur- 
ers and medical societies to set fee 
schedules and pay surgical policy ben- 
fits to the doctor instead of the policy- 
holder. 
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Reneficia 
THOUGHTS 


Trying to succeed by pulling others down is like 
trying to lift oneself up by one’s own bootstraps. 
No really great achievement was ever made by a 
man by himself for all men are interdependent. 
So, in reality the backbiter bites himself the hard- 
est and real success comes from working together 
—from cooperation. 

“When the tide comes in, all the ships in the 
harbor rise”. 

We in the life insurance business know the 
value of teamwork. We know how very important 
it is to successfully provide for our own and our 
family’s future financial independence. 


a EFICIAL LIFE 


David O. McKay, Pres. 
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RECORDING & STATISTICAL CORP. 
100 Sixth Avenue, New York 13, N. Y. 
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Write Dept. NL5 for ples and q no obligation 
PLANT: 2815 N. Vermilion Street, Danville, Ill., DAnville 6-6111 


CHICAGO SALES OFFICE: 223 W. Jackson Boulevard, HArrison 7-7357 








Two of the key 
speakers to appear 
before the public 
relations seminar, 
sponsored by the 
Life Advertisers 
Assn. at Princeton, 
N. J., are shown 
flanking Donald E. 
Lynch, director of 
public relations 
for Mutual Benefit 
Life and director 
of the seminar. 
William P. Worth- , ' 
ington, left, president of Home Life, discussed “A Management Looks At Publi: 
Relations,” and Holgar J. Johnson, president of the Institute of Life Insurance, 
addressed the group on “Public Relations and Its Application To The Life In. 
surance Business”. 











Most of the proposed legislation 
dealt with broadening regulatory poy. 
ers of the board or with spelling oy; 
the responsibilities of company offj- 
cers and directors. One new proposal 
would provide for regulation of insur. 
ance reporting or rating agencies, 

In a closing comment, the commit. 
tee said that the great majority of 
companies comprising the industry as 
a whole “should continue to merit the 
confidence of the public and should 
not in any way be condemned because 
of such activities by the renegades of 
the industry.” 


TEXAS SENATE REPORT 


Charges Saunders and 
Smith ‘Compromised’ 
by Cage Lavishness 


AUSTIN—Blistering attacks on two 
former chairmen of the Texas board of 
insurance commissioners, certain or- 
ganized labor leaders, a Dallas banker 
and especially BenJack Cage, promoter, 
for their parts in operations of the 
now defunct ICT of Dallas, featured 
the 113-page report submitted to the 
Texas legislature May 1 by the five- 
man senate investigating committee. 

The report contained 26 conclusions, 
all either highly critical or alleging 
improper or illegal operations. It rec- 
ommended 16 changes in laws to “cast 
out the root of much of the evil found 
to exist,” with some of the proposals 
already included in pending bills. It 
said there was evidence of violation 
of the internal revenue code by Jack 
Cage & Co., management firm headed 
by Mr. Cage. 

However, the committee said it 
thought that adequate enforcement of 
existing laws would prevent further 
“frauds upon the people such as that 
perpetrated in the ICT case,” and 
then it added that a few more com- 
panies followed a pattern “remarkably 
like” that of ICT, with the present 
commission having them under obser- 
vation. 

According to the report, some reg- 
ulatory officials of Texas and other 
states “were compromised by lavish 
expenditures for their comfort and en- 
tertainment and, in some cases, re- 
ceived direct payments of money from 
BenJack Cage or his associates.” It was 
in this phrase of its report that the 
committee named J. Byron Saunders 
and Garland A. Smith, former board 
chairmen, who had testified at legis- 
lative hearings about their relations 
with Mr. Cage’s enterprises. 

Some of the committee’s major find- 
ings and charges were: That the com- 
pany was illegally founded on bor- 
rowed money; that it “foisted itself 
upon the public” through certain bank- 
ing transactions, stock sales campaigns 
and questionable reinsurance agree- 
ments; that assets were manipulated 
through interlocking companies to cre- 
ate an appearance of solvency; that 
various accounting practices were 
careless, and that the management 
contract with Jack Cage & Co. was 
used “to circumvent the insurance 
code by using insurance company 
funds to carry on investment and 
spending practices in which the in- 
surance company itself could not law- 
fully engage.” 








Cuna Mutual Directors 
Claim Co-Op League Tries 


to Take Company Over 


The Monday, May 6 issue of The 
Journal of Commerce carried a story 
in which it reported that a “tradition- 
alists” group among directors of Cuna 
Mutual have charged that the Co-Op- 
erative League of the U.S.A. is at- 
tempting to take over the credit union 
movement in its entirety. Murray Lin- 
coln, president of Nationwide, is also 
president of the Co-Operative League 
and, in turn, Cuna is a member of the 
League. 

The Journal article said insurance 
men in the midwest are watching this 
“contest” for control of Cuna witha 
great deal of interest because of its 
possible effects on the American agen- 
cy system. 

Officials of the Co-Op League denied 
that the organization is involved ina 
contest for control of Cuna. They con- 
tend the contest is between “conserva- 
tives” and “progressives” factions 
within Cuna itself. 

Jerry Voorhis, former congressman 
from California and present executive 
director of the Co-Op League, told The 
Journal of Commerce there has been 
no attempt by the league to “take 
over” either the credit union group or 
Cuna Mutual, which carries credit life 
insurance on borrowing members of 
local credit unions. 

Mr. Voorhis told the Journal that 
credit unions have outgrown their 
original small-loan character and now 
lend their members money for all sorts 
of purposes—even funds for down pay- 
ments on homes. 

Mr. Lincoln said he had known for 
some time of the difference of opinion 
in the credit union movement. He said 
the question was whether the credit 
union movement should continue to be 
part of the cooperative movement as 
it has been in the past. 





N. England Life Honors Kin 


of First Oregon Policyholder 

New England Life, at a Portland, 
Ore., agency dinner celebrating the 
100th anniversary of the agency, hon- 
ored 35 descendants of the company’s 
first Oregon policyholder, Dr. George 
Henry Atkinson, who bought a policy 
in 1852. George Willard Smith, chair- 
man of New England Life, was host. 
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~ Filustration From The Travelers Record, 1867 
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Here’s a man waking up to the fact that acci- 
dent insurance is important. He only lost a 
good night’s sleep but others have lost much 
more. They realized the value of an accident 
policy too late—after the accident. 


Since 1864 when The Travelers Insurance 
Company wrote the first accident policy issued 
in America, thousands of men and women 
have been gratified they had an accident con- 
tract with this pioneer company. 


And The Travelers has kept pace with the 
changing times. Today, with a wide variety of 
up-to-date policies, The Travelers is protect- 
ing people throughout the United States, 


THE TRAVELERS : 


INSURANCE COMPANY, HARTFORD 15, CONN. 
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The Dream of a Man:Not Insured 


Canada, Puerto Rico, and Hawaii. Policy- 
holders can be sure of prompt and courteous 
attention for 3,300 employees devote their en- 
tire time to claim service. 


Make sure your clients know about this 
vital form of protection. 


The nearest Travelers Manager or General 
Agent will be happy to give you complete in- 
formation on the Modern Travelers Accident 
policies. 


See him soon. You'll do well with The 
Travelers—the first accident insurance com- 
pany in America. 
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Reorganization of 
Texas Department 
Gains Support 


AUSTIN—Complete reorganization 
of Texas board of insurance com- 
missioners was approved overwhelm- 
ingly by the house May 2 with the 
amended senate measure providing 
for a full-time three-member board 
and an executive commissioner of in- 
surance, as recommended by Gov. 
Daniel. 

The revised bill, approved on final 
vote by a majority of more than four 
to one, not only means abolition of 
the present board but also includes 
rejection of a compromise plan that 
would have set up a temporary six- 
member commission, which the house 
state affairs committee had proposed. 

The reorganization bill, as passed 
by the senate about a month ago, set 
up a part-time board of three mem- 
bers, and it was reported late last 
week that Sen. Fly, its sponsor, prob- 


ably will ask for a conference com- 
mittee. 

Supporters of Gov. Daniel’s program 
appeared to be in full command of 
house developments in the several 
crucial votes, winning by 109 to 25 on 
final passage. 

Gov. Daniel issued a statement, say- 
ing: “This is a great victory for the 
people of Texas and for good govern- 
ment. I congratulate the members of 
the legislature for their decision to 
give the people of Texas a completely 
new board of insurance which will 
clean up this important state agency.” 

The house spent most of May 1 de- 
bating and amending a committee sub- 
stitute for a temporary six-member 
commission. 

One of the important floor amend- 
ments would require the board to quit 
its present quarters in International 
Life’s home office building in Austin 
within three years and either build 
its own building or rent quarters from 
some landlord other than an insur- 
ance company. 

Qualifications laid out in the bill 
for members of the new board state 
that they must have had at least 10 












EXAMPLE: 





THE EXECUTIVE SPECIAL 
$25,000 minimum 
Extra low premium — high values 


ANICO CO-OP PENSION PLAN 
Designed and priced for the 
small employee group 


Monthly income at Age 65 per 
$100 annual premium. Male, 
Age 35 


Instalment Refund and 


100 months certain 
and Life....... 00... 


Available for Individual Sales and 
Pension or Profit Sharing Plans 


OTHER EXAMPLES OF 


ANICO SALES LEADERS 





ANNUITIES? 


IS RATE COMPETITIVE? 
ARE COMMISSIONS TOO? 


YES SIR! 
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$27.99 
















JUMPING JUVENILE W. L. 
5 for 1 at 21. Insured can get all 
premiums at 65 plus a profit if 
desired. 







Complete Sub-Standard consideration. 
Franchise. Bank Draft. Non-Medical. 









years’ successful experience in busi- 
ness, professional or government ac- 
tivities, but could not be stockholders, 
directors, officers, attorneys, agents, or 
employes of any insurance company. 
The appointed members would be sub- 
ject to confirmation by the senate. The 
board, in turn, would appoint the com- 
missioner who would be required to 
have at least 10 years’ of adminis- 
tive or professional experience, includ- 
ing training in insurance. 

Members of the present board are 
Chairman John Osorio and Commis- 
sioner Mark Wentz, both having been 
appointed by former Gov. Shivers, and 
called from retirement by Gov. Daniel 
on a temporary service basis. 


ALC Regional Meeting 
Held at Los Angeles 


LOS ANGELES—Highlight of the 
regional convention of the American 
Life Convention held here last week 
was the report of Chairman Walter 
S. Henrion, of the ALC financial sec- 
tion, covering the economy of the na- 
tion. 





e e . 

John A. Lloyd, president of the 
Union Central Life and president of 
ALC, presided over the sessions at 
which these topics were discussed: 
Federal income taxation of life compa- 
nies; additional federal problems; state 
and local taxation; investments; valua- 
tion of securities; new mortality table 
project and deficiency reserves; agency 
problems; policy forms and problems; 
group insurance; A&S insurance; home 
office operations; legislative high- 
lights, and insurance department mat- 
ters. 

Following the close of the regular 


sessions of the Convention, Mr. 4, 
rion conducted a special session 
investment men. 

Occidental Life of California, Pag; 


Mutual Life, and Guaranty Union Lif 


were hosts to the convention, yj 


President Horace W. Brower of Ogi 
































Openings everywhere in territory for 
REPRESENTATIVES, BROKERS, SPECIAL BROKERS 
Inquiries about these or other openings for 
those with special qualifications and experience will receive 
prompt attention and answer. For information address: 


COORDINATOR OF SALES 


AMERICAN NATIONAL 
INSURANCE Co. 


GALVESTON, TEXAS 
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OVER 3 BILLIONS 
762 MILLIONS IN FORCE 
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E.L. LUTHER dons top hat... 





E. L. Luther of Atlanta in 1956 achieved the best record 
for individual production of any Life of Georgia agent. 
For this outstanding performance, he has been named 
winner of the Top Hat Award. With this well-deserved 
recognition go warmest congratulations! 
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5] Little Gem Ready; 
Contains Full Data 
on 4,100 Contracts 


Providing broad information con- 
cerning practically all of the many new 
competitive “special” policies and with 
the latest up-to-date rates on some 
4,100 contracts, together with a vast 
amount of other useful facts and fig- 
ures concerning the policy provisions, 
surrender values, settlement options, 
dividends, costs and related data of 
the 210 life companies, the new 1957 
Little Gem Life Chart has just been 
published by THE NATIONAL UNDER- 
wrITER. In its 768 carefully compiled 
pages, are the answers to an almost 
limitless number of fact and figure 
questions that arise regularly in the 
daily work of a life agent. Eleven sig- 
nificant financial and operating figures 
are also shown concerning 325 com- 
panies in the new Little Gem for a two- 
year period. These companies had a to- 
tal of over 458 billion in force at the 
end of 1956, which is nearly 99% of 
the total insurance in force in all com- 
panies. 

During the past year, major changes 
have again been made by a great many 
companies. More companies are grant- 
ing termination dividends, some are 
now grading premiums according to 
policy size, and some are charging low- 
er rates for women. Many policies are 
now being issued at older ages. Non- 
medical and other limits have been 
increased. Numerous prominent com- 
panies have again lowered their rates, 
increased their dividends, or both. 
Practically all companies have made 
significant liberalizations in their un- 
derwriting rules—all in the direction 
of providing broader coverages at low- 
er costs. Since so many of these new 
features are being widely publicized, 
the public is becoming much more con- 
scious of rates and other special fea- 
tures than ever before. These almost 
revolutionary changes have put an ex- 
tra responsibility upon all life agents. 
Certainly today they must be well in- 
formed in order to properly advise 
policyholders and prospects. All these 
new up-to-date facts and figures as 
presented in the 1957 Little Gem, will 
be a tremendous help to agents every- 
where, in presenting their own propo- 
sitions most effectively and attrac- 
tively. 

Although it presents factual infor- 
mation in systematic manner on com- 
panies whose business approximates 
99% of all life insurance in force, the 
Little Gem, nevertheless, is most com- 
pact and easy to use. Following its 
analysis of the current contract for 
each company, premium rates are 
shown for some 12 to 48 contracts per 
company, including retirement forms, 
term, disability, and double indemnity. 
The current new cash value data, in- 
cluding values at the retirement age 
of 55, 60 and 65 are also shown along 
with the incomes payable under both 
current settlement options, and the 
settlement option of previous issues. 
Dividend and cost data, including the 
new termination dividends and actual 
dividend histories of policies issued in 
1937 and 1947, are also provided for a 
larger number of participating con- 
tracts than ever before. Special infor- 
mation, such as limits, non-medical, 
tetentions—all of which have under- 
80ne extensive revisions—and other 
useful data are also presented. In a 
Special “programming” section the in- 
comes payable on previous issues back 


to 1910, together with tables giving the 
values of paid-up policies, the rates of 
interest payable on policy proceeds, 
some 30 pages of reserve tables, and 
a new convenient table showing the 
guaranteed monthly incomes per $1,- 
000, of proceeds are shown. 

Other special sections of the 1957 
Little Gem provide broad information 
concerning juvenile insurance, imme- 
diate annuities, National Service life 
insurance, U.S. Government life insur- 
ance, together with up-to-date infor- 
mation concerning “Social Security.” 
Included also is a detailed coverage 
of the weekly-pay contracts issued by 
some 44 companies, together with rates, 
values, and an analysis of these con- 
tracts. 

Sizeable commissions often hinge on 
the agent’s ability to give the proper 
answer promptly. Because the Little 
Gem provides such a broad background 
of answers, all presented in concise, 
easy-to-use form, many more life in- 
surance men purchase it every year 
than any other reference book. 

Since there are so many different 
ways that skillful use of the Little 
Gem can increase an agents income, 
a new 24-page booklet of instructions 
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called “How to Get the Greatest Value 
from Your 1957 Little Gem” is being 
supplied with each copy. This new 
training guide in the use of the Little 
Gem gives specific instructions on just 
how its various features can aid the 
agent in that all-important purpose of 
more and larger sales. Consisting of 
eight parts, with specific references to 
actual pages in each of the various 
sections of the Little Gem, it tells how 
successful agents use the Little Gem 
in gaining the confidence of the pros- 
pect, explaining what present life in- 
surance will do, presenting the advan- 
tages of their contracts, establishing 
the character of their companies in 
preparing for important interviews, 
showing the need for more life insur- 
ance, planning programs, closing stall- 
ing prospects and in numerous other 
ways, all of which are designed to get 
the prospect to buy from them. 

With the Little Gem, one can often 
avoid competition entirely, and, of 
course, when necessary, is well 
equipped to meet it effectively. Selling 
singly at $4.50 a copy, and less in quan- 
tity, copies of the new Little Gem may 
be ordered from The National Under- 
writer Company, 420 East Fourth 
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“HAVE YOU HEARD—FIVE 
BILLION’SS THE WORD!" 


With this battle-cry, . . selected in a Field-wide slogan 
contest which we held recently, . . National Life Field 


men have set out to pass Five Billions in force this year. 


We’re pretty sure they’ll make it. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 
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street, Cincinnati 2, or from any other 
National Underwriter office for prompt 
delivery. 





Lyle B. Pelton Joins 
LIAMA as Consultant 


Lyle B. Pelton, formerly field train- 
ing manager for Monarch Life of Mas- 
sachusetts, has joined LIAMA as con- 
sultant in the company relations divi- 
sion. He also will serve on the faculty 
of LIAMA schools and contribute to 
LIAMA publications for agents and 
managers. Mr. Pelton entered the in- 
surance business in 1947 as an agent 
for New York Life of Milwaukee. Aft- 
er two years he was appointed assist- 
ant manager, and in 1952 became gen- 
eral agent for Monarch Life, opening 
a branch agency in Milwaukee. He be- 
came a training assistant at the Mon- 
arch home office in 1955 and this year 
was made manager of field training. 


Ohio A&S Sales Rally May 24 

Ohio Assn. of A&H Underwriters 
sales congress May 24 at the Secor 
hotel, Toledo. 








North Central Life of St. Paul has 
been licensed in New Mexico and 
Hawaii. 
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LIAMA Introduces 
Production Ratio 
to Evaluate Agents 


A new method for evaluating the 
performance of debit agents was ad- 
vanced by Leonard W. Ferguson, re- 
search program director of LIAMA, at 
LIAMA’s combination companies con- 
ference at Hollywood Beach, Fla. 


Mr. Ferguson introduced a new con- 
cept, the production ratio, which en- 
ables management to tell at a glance 
the relation between sales secured and 
the cost required to produce those 
sales. 

These variations of the production 
ratio were set forth: Production earn- 
ing—the difference between _ total 
earnings and collection commissions; 
production earnings as a percent of 
total earnings; and production earnings 


per dollar of collection commissions. 

Noting that the capital cost of creat- 
ing a debit is directly reflected in the 
service or collection commission, he 
suggested that consideration of this 
cost in relation to agent production is 
an important problem not just for ac- 
tuaries, but for agency officials. 

The mechanics of evaluating an 
agent’s sales performance in relation 
to the capital cost involved in creating 
the debit are: Subtract the agent’s col- 


“How much should you tell 


your lite insurance agent “a 





A NORTHWESTERN MUTUAL POLICYHOLDER SINCE 1938. Today 
Mr. Kimberly owns four policies with this company. 


KARSH, OTTAWA 


A guide for those who want to get the 
most out of their life insurance programs 
from JOHN R. KIMBERLY 
President and Chairman of the Board, 
Kimberly-Clark Corporation 


“TT’S NATURAL for a man to be 

somewhat reluctant to discuss his 
money matters, But it’s just good 
business to give your life insurance 
agent all the facts. He asks only the 
questions that need to be answered 
—to bring out information that he 
knows from experience will help him 
to help you. 

“Talk freely with him—and know 
that what you say will be held in 
strict confidence. Discuss things with 
your life insurance agent openly and 
frankly, just as you would with your 
doctor or lawyer. 

“Omit even one fact and you may 
seriously impair the effectiveness of 
your insurance program. A qualified 
agent can be of tremendous help to 
you in planning for your future and 
your family’s security. Choose your 
life insurance agent with care. And 
when you do, tell him the facts.” 





A CENTURY 
OF SAFEGUARDING TOMORROW 


Y CHARACTER, ability and training 

your Northwestern Mutual agent is well 
qualified to help solve your protection prob- 
lems. He represents one of the world’s largest 
life insurance companies, this year celebrat- 
ing its 100th anniversary. Ask him about 
Northwestern Mutual’s new Quantity- 
Earned Savings (QES)...lower-than-ever net 
cost on all types of policies, $5,000 and up. 


Lhe NORTHWESTERN MUTUAL 2 Arsurance Company 


MILWAUKEE, WISCONSIN 





AS ADVERTISED IN TIME AND NEWSWEEK 





lection commissions from total earp. 
ings paid him to get a difference calle 
production earnings, and divide pro. 
duction earnings by collection - com. 
missions to determine production earp. 
ings per dollar of collection commis. 
sions. 

The resulting index reveals the re. 
lation between sales secured and the 
cost required to produce those sales, 

To illustrate his point, Mr. Ferguson 
said: “Look at two agents each earn. 
ing a total of $80 per week. In one 
case, however, collection commissions 
are $30 and in the other case $60. In 
the first case, production earnings are 
$50. In the second, they are $20. When 
these values are divided by the re. 
spective collection commissions, we 
find that for every dollar paid out in 
collection commissions, the second 
agent is being paid only 33 cents jn 
production earnings per dollar of col. 
lection commission, in contrast to $1.67 
for the first agent.” 


Observing that if all other things 
were equal, it is clear which agent 
is the better, he gave this as evidence 
that it will be certainly worth while 
to set up as a major index of agent 
performance—production earning per 
dollar of collection commission. 

A company’s own standards must be 
applied, however. He demonstrated 
how a company may then compare it- 
self with standards for the business as 
a whole. Urging companies to collect 
information on production ratios of 
their agents, he said this will help 
them to determine optimum debit size, 
and suitable convention or contest 
standards. 

Development of the production ratio 
concept came as a by-product of re- 
search involved in validating the com- 
bination inventory, LIAMA’s selection 
test for debit agents, assistant manager 
and managers. 





Wash. Law Would Cut 
Tax-Exempt Life Proceeds 
from $40,000 to $5,000 


A law which is scheduléd to go into 
effect in Washington state on June 15 
will slash the amount of inheritance 
tax-exempt life insurance proceeds 
from $40,000 to $5,000. The law is und- 
er attack by several Washington 
groups, including life insurance associ- 
ations. 

Petitions for suspending the new law 
are being circulated, and the Spokane 
Assn. of Life Underwriters is spear- 
heading a campaign against the act. 
Suspension of the law also is being 
sought with a view to scheduling a 
referendum to decide the question in 
the November, 1958, election. 





N. Y. Life Holds First 
Student Editors’ Day 


New York Life’s public relations 
department played host to 100 student 
editors from high schools in the New 
York metropolitan area at its first an- 
nual editors’ day. 

In a series of talks accompanied by 
films and other visual materials, pub- 
lic relations staff members described 
their work in handling company news, 
the employe magazine, effective bus- 
iness communications, advertising, ad- 
ministrative writing and special events. 
After luncheon,: the students were 
shown, through recent staff projects, 
how various public relations tools are 
joined to attain an over-all company 
goal. 

New York Life’s editors’ day was an 
outgrowth of its career information 
program. The company already has 
sponsored 25 public service advertise- 
ments on careers. 
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Mutual, N. Y., to Open 
and Baltimore Agency; 
Names 4 for Training 


Mutual of New York will open a 
second agency at Baltimore June 1 
with John W. Phil- 
lips aS manager. 
William F. Hartt, 
Philip J. Holzer, 
John R. Hufstet- 
ler and Raymond 
W. Seeger, as- 
sistant managers 
at New York, Bill- 
ings, Mont., Wash- 
ington and Phila- 
delphia, respec- 
tively, have joined 
the home office 
staff for manage- 





J. W. Phillips 


rial training. 

Mr. Phillips joined Mutual at Balti- 
more in 1947 and was promoted to as- 
sistant manager there in 1950. He has 
been undergoing managerial training 
at the home office for 10 months. His 
new agency will be the seventh opened 
so far this year. 

Mr. Hartt entered the business with 
Mutual at New York in 1948. Mr. 
Holzer joined the company at Billings 
in 1951. Mr. Hufstetler entered the 
business with Mutual at San Antonio 
in 1953 and transferred to Washington 
in 1955. Mr. Seeger joined Mutual at 
Philadelphia in 1949. 





Northwestern National 
Declares Bigger Dividend 


Northwestern National Life has de- 
clared a dividend of 75 cents a share 
on the company’s 220,000 shares of 
capital stock, payable May 10 to hold- 
ers of record May 1. This is an increase 
from the 50-cent semi-annual dividend 
paid by the company during the past 
two years. Northwestern National has 
a dual corporate structure, with one- 
third of its insurance and about one- 
fourth of its assets in the stock branch 
controlled by shareholders, and the 
balance of its insurance and assets in 
the mutual branch, ownership of which 
is vested in participating policyholders. 





Brooklyn Agents Slate 


Sales Clinic for May 9 


Brooklyn branch of New York City 
Assn. of Life Underwriters will pre- 
sent a 1-day _ school-clinic, “Making 
Sales Now! Today!,” conducted by 
Ralph G. Engelsman, sales consultant, 
on May 9 in the Colonnade room of 
Hotel St. George in Brooklyn. 

The subjects will include finding 


The Unity Mutual 
Life Insurance Company 
of New York 


Insures 


The Whole Family 


policies our specialty. 
e 


L. J. BAYLEY 
Secretary 


| E.R. DEMING 
President 


HOME OFFICE—SYRACUSE, N. Y. 


XUM 


prospects, what to say, getting the 
order and keeping clients’ interest. 
Bernard M. Eiber, general agent of 
Mutual Trust Life, will be chairman. 
Admission will be $3 for members and 
$4 for non-members. 





N. Y. C. Supervisors 
to Hear Pille May 14 


President Richard E. Pille of Secur- 
ity Mutual Life of Binghamton, N. Y., 
will address the May 14 luncheon 
meeting of New York City Life Su- 
pervisors Assn. at Brass Rail restau- 
rant, 40th street and Park avenue. 


Philadelphia Tops Big 
Cities in Increase in 
March Ordinary Sales 


Philadelphia led large U. S. cities in 
percentage increase in ordinary life 
sales in March and the first quarter 
with gains of 62% and 47%, respective- 
ly, according to LIAMA. 

Other large cities and their percen- 
tage rates of increase for March and 
the first quarter, respectively, were 
Boston, 4 and 12; Chicago, 16 and 21; 
Cleveland, 48 and 28; Detroit, 54 and 


30; Los Angeles, 22 and 23; New. York, 
13 and 11, and St. Louis, 56 and 31. 





Ohio Legislature Acts on 3 Life Bills 

The Ohio senate has passed a bill 
which reduces the number of employes 
that may be insured under a group 
policy from 25 to 10, and has amended 
another bill which provides for a hear- 
ing by the state commission in con- 
solidations and mergers of mutual life 
insurance companies. The Ohio house 
has passed a bill which requires ap- 
plicants for license as insurance agents 
to pay a $5 examination fee. 





IN NEWSWEEK 
and 
47 MAJOR 
NEWSPAPERS 


advertisements similar 
to this one are targeted 
at the prospects of 

our representatives. 
Each advertisement 
reaches a circulation 
of over 9,000,000 
readers and not only 
builds prestige for the 
company but affords 
each local agent a 
“hard selling’’ partner. 
This, coupled with our 
training, top-notch 
sales aids, and our 
‘“‘Tailor-Made’’ policies, 
designed to meet 
individual needs, will 
make more money 

for you under 


PAN-AMERICAN’S 
CAREER CONTRACT 


“One of the select 
group of companies 
writing 90% of the 
nation’s life insurance.” 


President 


EMAttharernen avin 


Executive Vice-President 


Vice-Pres. & Agency Director 








Lut YOURSELF on your 





own payroll first! 






Your Pan-American Agent 


can show you how... 


When the butcher, the baker, and the furniture maker all 
have their hands out for a slice of your salary every payday 
—and your money is gone before you know it—better do 
something about it. The wise thing is to put yourself on your 
own payroll first! Make sure that you and your family get part 
of each paycheck, for future security. The best way is to buy 
a Special Pan-American Life Insurance Policy for Family 
Protection. Your policy will be tailored to fit your income and 
your individual needs. Ask your friendly Pan-American Agent 


for the full story. 


One of the select 
group of companies 
writing 90% of the 
nation’s life 
insurance. 








2400 Canal Street * Department PR-57 


New Orleans 19, Louisiana, U.S. A. 


NAME 





PAN-AMERICAN LIFE INSURANCE COMPANY 


Pan-American 


Life Insurance 
Company 


A MUTUAL 
COMPANY 








ADDRESS. 


| 
| 
| 
| 
! 


Date of Birth 








| Without obligation, please tell me how to put myself on “My Own Payroll First!’ 
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| Rogan to Address Wis. 
Sales Congress May 24 


MILWAUKEE—Commissioner Ro- 


NEWS OF LIFE 


ASSOCIATIONS 


Montana Life Agents _ 
Meet at Butte May 16 


Montana Assn. of Life Underwriters 





gan of Wisconsin has been added to 
the list of speakers to address the an- 
nual sales congress of the Wisconsin 
Assn. of Life Underwriters in Milwau- 
kee May 24. He will address the 
luncheon at which Northwestern Mu- 
tual Life will be honored on its 100th 
anniversary. Paul von Paumgarten, 
Mutual Benefit, will conduct a Mil- 
lion Dollar Round Table panel. 

At the annual business meeting on 


May 23, officers and directors repre- 
senting the 14 locals in the state will 
be elected. The nominating committee 
slate follows: 

President, John E. Freeman, Penn 
Mutual, Madison; Richard P. McGuire, 
Massachusetts Mutual, Racine, imme- 
diate past president; William J. Nelson 
Jr., Massachusetts Mutual, Milwaukee, 
president-elect; Kenneth W. Walker, 





DIAN 
Brokers look to GUAR 
cele Leadership 








In Flexible 
RETIREMENT 
INCOME 
PLANS 








Your client has a choice 


of many practical options: 


© He picks the retirement age that best suits his cir- 
cumstances, when he knows what’s best for him. 


e@ He may defer maturity age any time up to age 70. 


e He may continue payment of original premium for 
period of deferment, and substantially increase the 
income payable at maturity; or 


e He may discontinue premium payments and have a 
smaller increase in the income payable at maturity. 


@ He is offered important tax advantages by exercising 
his option to defer maturity date. 


Call your nearest Guardian manager 
for full information, or write... 


The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company—Established 1860 


Prudential, Janesville, vice-president, 
and Dale A. Simpkins, New York Life, 
Milwaukee, secretary-treasurer. 


Nominated for the 14 directorships 
are Conrad C. Somers, Bankers Life, 
Stevens Point; Delos C. Nelson, Wis- 
consin Life, Eau Claire; H. D. Sever- 
ance, Mutual Service Life, Fond du 
Lac; Martin C. Weber, Northwestern 
Mutual, Merton; John P. King, Bankers 


will hold its annual meeting at Butte 
May 16-18. Among the speakers will be 
Lester O. Schriver, managing director 
of National Assn. of Life Underwriters 
who will address the Quarter Million 
Dollar Round Table on Thursday, May 
16, and the convention session on Fyj- 
day, May 17. The meeting will close 
Saturday, May 18, with election of of. 
ficers and a business meeting. 

Co-chairmen of the convention are 
Edward Sparks, New York Life, ang 
Charles Dobbs. 


Life, Madison; Calvin K. Hansen, Old 


Line Life, Manitowoc; 


ty, Milwaukee; 


son, Aetna Life, 
Erickson, 


ern Mutual, Wausau. 


Leslie 
La 


Herbert L. 
Engel, North American Life & Casual- 
Clemens’ Burkhart, 
Metropolitan Life, Green Bay; LeRoy 
H. Jerstad Jr., Massachusetts Mutual, 
Racine; Hugo V. Hameister, Bankers 
Life, Sheboygan; George M. Hickey, 
North American Life; Glenn C. John- 
Marinette; 
Northwestern Mutual, 
Crosse, and E. H. Lattimer, Northwest- 


California Assns. Plan 
Forum May 16 at Berkeley 


Approximately 600 are expected to 
attend the 13th annual Life Insurance 
Forum, sponsored by Oakland-Eas 
Bay Life Underwriters Association at 
the Claremont hotel, Berkeley, May 16. 
Co-sponsoring local associations ip. 
clude San Francisco, Stockton, San 
Jose, and Contra Costa county. 

One of the feature panels will be 








50 Union Square—New York 3, N. Y. 


For complete information, address: 

Charles L. Norvell, Director of Sales, The 
Greenbrier, White Sulphur Springs, West 
Virginia, or inquire of reservation offices at: 
New York, 17 East 45th Street, 
MU 2-4300; Boston, 73 Tremont 
Street, LA 3-4497; Chicago, 

77 West Washington Street, 

RA 6-0625; Washington, D. C., 
Investment Bldg., RE 7-2642. 


THE 








WHITE SULPHUR SPRINGS - 
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The Greenbrier offers an outstanding 
location for your next convention. 
The newly completed, air-condi- 
tioned West Wing provides meeting 
rooms for groups up to 1000 and in- 
cludes such features as a brand new 
auditorium with a 42 foot stage, the 
latest P.A. systems and projection 
equipment, a theater with Cinema- 
Scope screen, and superb arrange- 
ments for banquets. Don’t overlook 
either, the marvelous sports and rec- 
reational facilities, the courteous 
service, comfortable guest rooms and 
wonderful dining that have made 
The Greenbrier world-renowned as 


America’s Informal Business Capitol. 


WEST VIRGINIA 


May 10, i9 
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ith George G. Nicoladse, manager of 
enn Mutual’s estate planning depart- 
yent, as moderator. Panelists will in- 
Jude Donn G. Bolthouse, estate plan- 
ing dept., Marsh & McLennan; Greg- 
ry Jones Jr., Forrest J. Curry agency, 
enn Mutual and Robert Robertson, 
onnecticut General. ‘ 

A. Jack Nussbaum, NALU president, 
ill speak at the opening general ses- 
sion and Harry G. Swift, sales consult- 
ant, will be the final speaker of the 
day. Theme of the forum is “Guided 
Missiles to Success.” 
























San Francisco Life Assn. 
Elects Scherf President 


Elmer E. Scherf, manager of the San 
Francisco agency of California-Western 
States Life, is the newly elected pres- 
ident of the San Francisco Life Un- 
derwriters Assn., succeeding Jules 
Routbert, Penn Mutual. Kenneth W. 
MacWhinney, general agent, John 
Hancock, was elected vice-president; 
Mrs. Eve Byron Wyatt, New York Life, 
representing the women’s group, also 
was elected a vice-president. Al Hill, 
Prudential was elected _secretary- 
treasurer. Emmet D. Horan, Phoenix 
Mutual; Nicholas J. Toth, Equitable 
Society, and T. W. Wiedemann, Equi- 
table of Iowa, were elected directors. 
Three additional vice-presidents are 
to be elected by General Agents & 
Managers section, CLU Chapter and 
Leading Life Insurance Producers of 
northern California. 










N. Y. Assn. to Hear 
Motivation Experts 

New York City Assn. of Life Under- 
writers will hold its educational meet- 
ing, open to members only, at Hotel 
Sheraton-Astor May 16. 

Ervin Wald, Penn Mutual, and Sid- 
ney L. Wolkenberg, Union Central, will 
discuss “Motivation, the Key to Clos- 


ry ” 








Schriver to Address Cal. Assn. 
Lester O. Schriver, managing director 

of National Assn. of Life Underwrit- 

ers, will address the annual meeting of 




















) 
| POLICIES 
nding 
tial Colonial Lite Liberalizes 
* | Non-Medical Insurance Limits 
ondi- Colonial Life has liberalized its non- 
medical limits, effective immediately, 
is as follows: Age 0-9, $5,000 limit; age 
eting | 10-35, $10,000 limit, and age 36-40, 
: $2,999 limit. 
nd in- | The new limits apply for the period 
since the last medical examination but 
1 new | exclude issues more than five years 
prior to the current date. For example, 
>. the it would be possible to issue $5,000 
’ hon-medically to a child age 9 and, 
, when the child reaches age 14, the 
Ction | company would consider an additional 
$10,000 non-medically. 
1ema- 
Manufacturers Life Reduces 
ange- | Premiums on All Term Plans 
Manufacturers Life has reduced 
rlook | tates for term plans at all ages. For 
example, the annual premium per $1,- 
1 rec- 000 at age 40, on a yearly renewable 
basis has been reduced to $6.38; 5- 
eous year term to $7.04; 10-year term to 
$8.05; and 15-year term to $9.39. The 
d-year renewable term rate, at the 
sand | same age, has been reduced to $8.10 
per $1,000. 
nade | — 
Minnesota Mutual to Boost 
d as [Interest on Premium Deposits 
. Effective July 1, Minnesota Mutual 
vitol. Life is increasing the rate of interest 
! allowed on premium deposit funds 
ftom 2%% to 3%. 
Equitable Life of Washington, D. C., 
Will hold a stockholders’ meeting May 
20 to vote on increasing its authorized 
Capital from $2.1 million to $3.15 mil- 
NIA lion. 









How to Get Business from Business”California Assn. of Life Underwriters 


May. 21 at Huntington hotel, Pasadena. 
Principal speaker at the banquet, May 
22, will be Stary Gange, vice-presi- 
dent of Pacific Olive Co. 





Evanston Lite Agents Meet 


The North Shore branch of Chicago 
Life Underwriters Assn. met recently 
at the Orrington hotel, Evanston. L. 
La Verne Wilkinson, director of agen- 
cies of the Chicago-north region for 
Prudential, spoke. His topic was “Ask 
( Question.” 





Nussbaum Slates Busy 


California Speaking Tour 


During the month of May, A. J. 
Nussbaum, president of National Assn. 
of Life Underwriters, will visit seven 
local associations in California. He al- 
so will visit the California legislature. 
He speaks to the Los Angeles associa- 
tion May 15, and the Oakland-East Bay 
association sales congress May 16-17. 
Mr. Nussbaum will visit the Sacra- 
mento association while in the Cali- 
fornia capital to visit the legislature, 


ciation before going back to southern 
California to address Pasadena ag- 
ents on May 20. On May 21, Mr. 
Nussbaum will attend a_ breakfast 
meeting at San Diego and then a din- 
ner meeting with the Kern county 
association at Bakersfield. From Ba- 
kersfield he will fly to Milwaukee to 
address the Milwaukee sales congress 
May 22. 


Utica—Harold W. Baird, Northwestern Mu- 
tual, New York City, president of New York 
State Life Underwriters Assn., spoke on ‘“‘The 
Life Underwriter’s Role in Our Modern Econ 





and he will visit the Stockton asso->my.” 





Enterprising agents on the look-out 
for extra income push Hartford Acci- 
dent and Sickness Insurance on every 
call. Regardless of what other policy 
you may be discussing with a client, 
he’s usually a good prospect for 
Hartford A & S protection. 


Hartford offers a wide range of cov- 
erage designed to meet the needs of 
today’s large and growing market for 
accident and sickness insurance. And 
when you represent the Hartford 
Accident and Indemnity Company 
its reputation and long record of 
dependable performance will win the 
utmost in confidence from your 
clients. 


You provide the best in A & S when 
you write it in the Hartford. And 
Hartford makes it easy to sell by 
providing literature, sales kits, rate 
calculators, work sheets and an 
organization of field specialists to 
help you with any coverage problem. 


For complete details on Hartford 
policies and facilities, write Hartford 





Accident and Indemnity Company, 
Hartford 15, Connecticut. 





Hartford A&S commissions 
paid for my new car this year! 





IN ACCIDENT AND 
Personal Protection 





Major Medical Volunteer 
Expense Firemen’s 
Individual Accident 
and Family Ghia 

Hospitalization Medical 
Individual Public, Prepara- 
and Family tory Schools 

and Colleges 

Selective 
Accident Policy Campers’ 

Insurance 

Sickness 

sca bili say Trip and Travel 
Disability Policy ppc et 

Boy and Girl Policies 

Scout Coverages 
Youth Group 

Athletic Teams Organizations 

Insurance Coverage 


HARTFORD OFFERS THE FOLLOWING COVERAGES 


SICKNESS INSURANCE 





Group Protection 
for Groups of 10 or More 
EMPLOYEES ONLY 
Accidental Death Weekly 
and Indemnity 
Dismemberment Statutory 
Travel Accident Disability 
EMPLOYEES AND DEPENDENTS 
Hospital Laboratory 
Expense and X-Ray 
Surgical Dread Disease 
Expense Expense 
Medical Poliomyelitis 
Expense Expense 
Comprehensive Major Medical 
Expense 








Year in and year out 
you'll do well with the 


Hartford 


Fire Insurance Company — 


Group | 






Hartford Fire Insurance Company 

Hartford Accident and Indemnity Company 

Hartford Live Stock Insurance Company 

Citizens Insurance Company of New Jersey 
Hartford 15, Connecticut 

New York Underwriters Insurance Company 
New York 38, New York 

Northwestern Fire and Marine 

Insurance Company 

Twin City Fire Insurance Company 

Minneapolis 2, Minnesota 
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an outstanding production and 


Bruce Describes 
Supervising Agents 
Plan at LIAMA Meet 


The concept of the supervising agent 
was discussed by James G. Bruce, 
vice-president and secretary of Colo- 
nial Life, at LIAMA’s 3-day combin- 
ation companies conference at Holly- 
wood Beach, Fla. 

The supervising agent is exactly 
what the name implies, Mr. Bruce 
said. He is an experienced agent with 


to continue his regular work 
agent on a debit of small or m 
size under the standard agent’s 
ment. In addition, he is able 


debits. 


on the new business produced 


sion. Credit toward qualifying 


record who is given the opportunity 


crease his compensation by guilding 
one or two agents who have their own 


Extra earnings are derived by a spe- 
cial salary and overriding commission 


and by the men under his supervi- 


company’s annual convention is given 


service 


as an 
oderate 
agree- 
to in- 


charge. 


by him 


for the 


to the supervising agent because his 
own personal production might suffer 
in devoting time to the agents in his 


When the plan failed, he said, it 
was because the supervising agent was 
self-centered enough to feel that the 
income and convention point credits 
earned from the men under his care 
amounted to pure gravy and was just 
his due. He spent most of his time on 
personal production and servicing his 
own debit and gave nothing in ex- 
change for the extra compensation 
arising out of his special arrangement. 





low guaranteed level premium 


low guaranteed net cos 
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Columbian National offers available men of managerial 
caliber UNLIMITED OPPORTUNITIES ... write to: 
Fred S. Sibley, Vice President and Director of Sales, 
The Columbian National, 77 Franklin St., Boston 12, Mass. 


no reduction in com missi on 
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Designed to meet the 
needs of business and 
professional men and 
women who require more 
life insurance, this new 
policy is available to 

both men and women, ages 
10 through 70. It has a 
f-abtebacbelcccrs Moh as (chZ-)| 
premium, a low 

guaranteed net cost, and 

is issued to both standard 
and substandard risks up 
to 500% mortality 

(Table ‘“‘P’’). It also offers a 
full range of settlement 
options. Family Income or 
level term riders may be 
added. AND there is 

no reduction in the 


commission scale. 
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Boston, Massachusetts 
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When the plan worked well. it was 
because the supervising agent Was 
looking ahead and seeing that by 
building, not only through his ow 
personal efforts but also through thog 
of the men assigned to him, he could 
quickly create a staff and pull him. 
self up to the field manager level, 

Mr. Bruce listed these advantage 
of the supervising agent plan: Ip. 
creased earnings to a good agent for 
whom a staff is not available; defer. 
ment, perhaps avoidance, of some of 
the costs of creating a new staff. 
avoidance of bad morale for field man. 
agers and possible managers; better 
control of timing of expansion efforts 
and gaining time for growth before 
making two staffs. 

The disadvantages include possible 
neglect of agents under the superyijs. 
ing agent if he is too absorbed in self. 
ish interests; possible increase in the 
awkwardness of transition to fielg 
managers status because salary leye 
is too high, and slower growth of 
dehits 





Saperstein Loses Plea 
to U. S. Supreme Court 


Louis B. Saperstein, former Newark 
agent and broker, has lost an appeal 
to U. S. Supreme Court from his con- 
viction on contempt of court charges 
stemming from his refusal to answer 
a New York grand jury’s questians 
about telephone conversations re. 
corded by wire-tapping. 

The grand jury was investigating 
whether agents had conspired with 
labor union officials to split commis- 
sions on_ insurance _ placed for 
union welfare funds. The prosecution 
charged that the conversations were 
between Saperstein and George Sca- 
lise, a labor racketeer, who recently 
pleaded guilty to part of a 17-court 
indictment resulting from the case. 

The Supreme Court’s rejection of 
Saperstein’s appeal leaves standing a 
l-year prison sentence, part of which 
he already has served. Four other con- 
secutive l-year terms were vacated by 
the New York appellate division some 
time ago. Saperstein, in insurance for 
25 years, no longer is licensed in New 
Jersey. 


First Colony Life to Launch 
National Advertising Campaign 

First Colony Life plans to launch an 
advertising campaign in leading life 
insurance publications and newspa- 
pers. 

The theme will be “The Man from 
First Colony,” with each newspaper 
advertisement appearing over the sig- 
nature of the local manager or general 
agent. The campaign is part of a 6- 
phase sales promotion program aimed 
at spreading First Colony’s territory. 

Cabell Eanes, Inc., Richmond, has 
been named advertising agency. Six 
other agencies also solicited the ac- 
count. 





Boston, Hartford Actuaries 
Hear Davis at May 10 Meeting 
The possibility that future joint 
meetings of New England Actuaries’ 
Clubs may be replaced by chapter 
meetings of Society of Actuaries was 
scheduled to be discussed at a joint 
meeting of Boston and Hartford Actu- 
aries’ Clubs at Lord Jeffery inn, Am- 
herst, Mass., May 10. Ordinary and 
group topics were discussed, also. 
Principal speaker after dinner was 
be Malvin E. Davis, vice-president and 
chief actuary of Metropolitan Life and 
president of Society of Actuaries. Hon- 
orary chairman for the meeting was 
John M. Powell, chairman of Loyal 
Protective Life. 


James L. Williams, district agent for 
General American Life at Birmingham, 
Ala., is the third representative to 
qualify for the company’s new million 
dollar group club. 
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Schaatf to LIAMA Board: 
Replaces Wiedenborner 


Charles H. Schaaff, vice-president 
of Massachusetts Mutual, has been 
elected a director 
of LIAMA to fill 
the unexpired 
term of Frank F. 
Weidenborn- 
er, who retired as 
agency vice-presi- 
dent of Guardian 
Life and as a di- 
rector of LIAMA 
in December. This 
term runs to No- 
vember, 1958. 

Mr. Schaaff is 
chairman of 
LIAMA’s agency officers round table 
and the research advisory’s executive 
committee and has served on the qual- 
ity businss and relations with univer- 
sities committees. 

Mr. Schaaff entered the business 
with Massachusetts Mutual in 1931, 
becoming vice-president in 1950 and a 
director in 1955. He is a CLU. 





C. H. Schaaff 





Aetna Employes to Make 
18 Day European Tour 


This month 160 employes of Aetna 
Life and Aetna Casualty’ will leave 
Hartford for an 18 day tour. of Europe. 
They will cross the Atlantic by air, 
ahd will. visit France, Switzerland, 
Germany, Holland and England. Miss 
Alice T. Culliton, Aetna Life supervis- 
or, is in charge of making arrange- 
ments. She said that plans for such a 
trip had been discussed for five years. 

The tour is patterned on similar ex- 
cursions recently taken by employe 
groups of three other major business 
concerns in Connecticut. 





List General American Leaders 

General American Life’s 10 top pro- 
ducers for March, in their order of 
qualification, are: James L. Hamilton 
III, St. Louis; Harold Gersten, Hono- 
lulu; Samuel W. Greenland Jr., St. 
Louis; Burton M. Greenberg, St. Louis; 
Glenn M. Erskine, Columbus, O.; R. 
G, Sorrell, Honolulu; Edward I. Price, 
San* Francisco; Joseph Graves, St. 
Louis; Charles E. Cordell, San Diego, 
and Paul E. Thaller, St. Louis. 





Dublin Sees Greater Hope for 
Reducing Cancer Fatalities 
Although 250,000 cancer fatalities 
are reported annually, 150,000 cancer 
patients are being saved from death 
each year and 800,000 ex-cancer pa- 
tients are living due to the excellent 
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O'TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 














BOWLES, ANDREWS & TOWNE 





ACTUARIES 
Insurance Company 
M ry Cc. te s 
RICHMOND ATLANTA NEW YORK 











N. Madison Cartmell 
and Associates 
(Successors to Harold C. Pennicke) 
Consultants to 
Insurance Company Managements 
159 East 49th St. New York 17, N. Y. 











care they have received, according to 
Dr. Louis I. Dublin, health and wel- 
fare consultant to Institute of Life 
Insurance. 


Dr. Dublin credited much of the re- 
cent progress to American Cancer So- 
ciety which has led a nationwide cam- 
paign in support of the medical pro- 
fession. Increasing proportions of pa- 
tients are seeking medical care at 
earlier stages of their disease. The ap- 
proaches of the biochemists are jus- 
tifying the hope that the mechanism 
which starts the growth of the wild 
cells will be discovered soon. 


NALU Processes 14,945 
Applications for NQA 


National Assn. of Life Underwriters 
has processed 14,945 applications for 
national quality awards this year, up 
1,168.5% since 1945, the first year 
the citations were issued by NALU 
and LIAMA. There were 13,394 qual- 
ifiers in 1956. 

Awards are being mailed out from 
NALU headquarters to local associa- 
tions for presentation at late May or 


June meetings. Ten-year plaques will 
be mailed soon. 

A tabulation shows that 13-year 
qualifiers will number 380, 10-year 
qualifiers will number 796 and there 
will be about 3,500 first-time quali- 
fiers. The figures may change slightly 
after reappraisal of some applications 
still pending. 





Earl M. Schwemm, Chicago agency 
manager for Great-West Life, ad- 
dressed a recent luncheon meeting of 
Milwaukee Life Underwriters Assn. 








Republic 
National 








WE'LL NEED MORE PASTE...THIS 
COMPANY IS HEADED FOR TWO BILLION!’ 


During the ten-year period 1946-1956, Republic National Life set an 

unprecedented record of progress. Total life insurance in force grew 

from $72,131,890.00 to $1,168,192,772.00 . .. putting Republic Nation- 
~ al Life in the nation’s select “‘Billion Dollar’ group. oe 


This record growth is based on the soundest of reasons . . . company 
teamwork, At home and in the field . . . it is an organization of men 
and women. who work together and think together with co-operation 


Today the company is serving the life and accident and health insur- 

ance needs of more than 600,000 policyowners in 31 states and the 
aks ‘+ territory of Hawaii. By continuing to offer the most modern and com- 
plete plans of family protection the Republic National Life Insurance 

Company confidently expects to reach its announced. goal’ of “Two 

Billion on the Line by December, '59!” ao : 


REPUBLIC NATIONAL LIFE INSUB 


Life e Accident e Health eo 





Cetche Gor 


THE REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 
NATIONAL ADVERTISING 
CAMPAIGN 











In Just Ten Years 


Republic National Life aA 
of Dallas Sn 
Has Jumped From foo 
165th to the 
TOP 60 
VD 


Life Insurance Companies in 


United States and Canada in jes 


Total Life Insurance 


in Force 


Medical and Surgicol Reimbursement © Hospitalization © Group e Franchise 


Brokerage @ Plus Complete Reinsurance Facilities 
Write for information regarding General Agency, Managerial and Brokerage Opportunities 





Dallas, Texas 


Here’s a one-color reproduction of the advertisement that will 
appear in the May 27th issue of NEWSWEEK and in the 

leading insurance trade journals throughout the nation. This 
advertisement together with a strong merchandising campaign will 
tell the Republic National Life story to a vast number of 

the company’s best prospects. 


For information about unusual sales and brokerage opportunities be sure to write 


REPUBLIC NATIONAL LIFE INSURANCE COMPANY 
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Says Misconceptions 
Scare Life Men from AéS 


“Life men are not too inclined to 
write A&S business. They are afraid 
of it,” Joseph Schubert, administrative 
assistant of the New York Life La 
Salle street office in Chicago, said in 
explaining some things agents find 
wrong with A&S selling and misun- 
derstandings between them and un- 
derwriters. 

Speaking at the April meeting of 
Illinois A&S Underwriters Assn. in 
Chicago, Mr. Schubert recommended 
the practical elimination from client 
applications of some of the minor aches 
and pains which bring about policy de- 
clinations. “Agents feel that under- 
writers could, at times, take more or 
less of a calculated risk,” he said. 

Agents in turn, he declared, must 
be made to understand the difference 
between life and A&S selling. They 
must be told to look for the applicant’s 
previous claim experience, something 
which is not encountered in selling a 
life policy. Agents must be shown the 
necessity of getting the complete story 
from the applicant or else declinations 


ACCIDENT & SICKNESS 





will result or there will be delays in 
getting the doctor’s approval. 

“IT don’t believe that underwriters 
and agents get together enough so that 
they realize what their common prob- 
lems are,’”’ Mr. Schubert said. “I believe 
the A&S business is going through its 
infancy and that the problems can be 
met with closer cooperation between 
underwriters and agents.” 





A&S Cover UP 468% in Decade 

Walter McKee, Connecticut General 
Life, discussed “Accident and Health 
in My Portfolio” recently before Los 
Angeles A&H Association. He pointed 
out that A&S insurance has increased 
468% in the past 10 years while life 
insurance has gone up 250%. He said 
A&S premiums during this decade 
have increased from $1 billion to $3.25 
billion. Mr. McKee emphasized the 
trend for combining A&S and life 
sales, pointing out that it is an integral 
part of insurance to provide the care 
for everything. 

Jack Kossick, Massachusetts Protec- 












CASPER, WYO. 


For The Man Ready For 


General Agent Opportunity 


At the present time in rapidly growing Casper, Wyo- 
ming, we have an excellent opportunity for the man 
ready for General Agent Capacity. 

National Reserve Life, with over two hundred million 
dollars Insurance In Force, is planning continued expan- 
sion throughout 1957. Complete home office cooperation 
and effective sales aids are assured. 

Don’t delay; write us today. All correspondence in 


confidence. 


S. H. WITMER.. . Chm. of the Board 


OPPORTUNITY | 











H. O. CHAPMAN. . . President 


NATIONAL RESERVE 
wa LIFE INSURANCE COMPANY 


TOPEKA => 


SIOUX FALLS 





tive Life, immediate past president of 
the association, was presented with a 
plaque in honor of his work for the 
past year. Mr. Kossick is being trans- 
ferred from Los Angeles to the home 
office of his company. 


Central Iowa’s A&S Assn. 


Slates Meeting May 10 


Carl A. Ernst, director of A&S for 
North American Life & Casualty of 
Minneapolis, will address the Central 
Iowa A&H Assn. at a meeting May 10 
in the Standard club, Des Moines. His 
topic will be “Colorful Selling.” Mr. 
Ernst is a member and chairman of 
the original disability committee of 
National Assn. of Life Underwriters. 
He is a past president of International 
A&H Underwriters Assn. 








Says Life Agents Missing 
Good Bet Ignoring A&S 


The importance of including A&S 
coverage in an interview must be im- 
pressed upon the agency force, Harold 
P. Morgan, Massachusetts Indemnity, 
told Los Angeles Life Agency Super- 
visors Assn. in speaking on “A Veteran 
Life Man Looks at Accident and 
Health.” 

Recalling the entrance of life com- 
panies into the A&S field by offering 
disability riders with life policies that 
“were not only ridiculously under- 
priced but ridiculously written,” Mr. 
Morgan said the agent who now fails 
to program disability needs may one 


 — 
day be obliged to try to justify a com. 
plete program devoid of disability jp. 
come. 

“In every agency there are salesmen 
whose market is the professional groyp 
If in your agency you have such men 
who are not talking disability with the 
programed life presentation, they are 
missing a good bet,” he declared. 





Continental Gives Awards 
for Student Health Studies 


New York university and Drexel Ip. 





stitute of Technology were recip.ents 
of the first of three yearly research 
grants provided by Continental Casua}. 
ty at the recent annual meeting o 
American College Health Assn, jp 
Baltimore. 

Each school received an award of 
$500 for support of research on the 
physical and mental health of College 
students. The grants were inaugurate 
by Continental’s special risks division, 


Milwaukee A&H Assn. 
Hears Talk by BBB Man 


Ralph W. Renk, financial divisio, 
manager of Milwaukee Better Busi. 
ness Bureau, addressed the May meet. 
ing of Milwaukee A&H Underwrite; 
Assn. on “Consumer Confidence—Yoy 
Greatest Asset.” 

President Richard Mueller, Prov. 
dent L.&A., announced the annmual 
golf outing will be May 21 at Merril 
Hills Country Club, Waukesha. Elec. 
tion of officers will be held at a dinner 
meeting following the outing. Plans 
will also be made to attend the Inter. 
national association convention in $¢, 
Paul June 12-16, at which time the 
Wisconsin association will hold its an- 
nual business meeting. 
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FIELD CHANGES 








Harry H. Rod- 
denberry Jr. has 
been appointed 
manager at Jack- 
sonville. Before 
joining State Mu- 
tual, he was agen- 
cy supervisor at 
Jacksonville with 
Connecticut Mutu- 
al, with which he 
started in the busi- 
ness in 1954. 


State Mutual Life 





H. H. Roddenberry Jr. 


Eastern Life 

The Henry Levine agency has been 
appointed general agent of Eastern Life 
at New York. Henry Levine, in the 
business 30 years, previously was gen- 
eral agent of Security Mutual and 
Columbian National, supervisor of 
Continental American and Home Life, 
and assistant manager of Equitable 
Society. Martin Becker, with the Le- 
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vine agency since 1954, has been 
named associate general agent. 


Great-West Life 

Donald E. Brennan, supervisor of the 
Great-West Life northern Indiana 
branch agency at South Bend, has been 
named branch manager there to suc- 
ceed W. R. Ford, who is retiring after 
20 years with the company. Mr. Ford 
joined Great-West Life in 1937 as an 
agent in the company’s Chicago 
branch. He became northwest Indiana 
district manager in 1940 and branch 
manager of northern Indiana in 1942. 
Mr. Brennan joined the company in 
1955 and his new appointment makes 
him one of the company’s youngest 
branch managers. 


Monumental Life 


Wilfred J. St. Hilaire, former special 
home office representative, has been 
promoted to manager at Evansville. He 
joined Monumental in 1945 at Chicago 
and became staff manager in 1947. 


Massachusetts Mutual 


Robert N. Pollock has been named 
district group manager of Massachu- 
setts Mutual in Rochester and Buffalo. 
William H. Millar has been named dis- 
trict group representative in Philadel- 
phia. They have ‘been in group work 
for six years. 

Richard S. Vogel has been named 
group pension representative in Massa- 
chusetts Mutual’s central regional 
group office in Cleveland. He has 
been in group pension work for four 
years, 


Washington National 


Dean S. Kirk has been appointed 
general agent at Topeka for Washing- 
ton National with offices at 203 Gar- 
linghouse building. Mr. Kirk has been 
in insurance for 10 years and has pre- 
vious managerial experience at Topeka. 


Prudential 


Weldon H. Doughman has been pro- 
moted to staff manager for Prudential 
at a district office in Fort Wayne, Ind. 

. Bryand Newcomb, training con- 
sultant for the company since early 
this year, has been appointed manager 
of Bridgeton, N. J., district, succeeding 

rge J. Geisinger, who became man- 
ager of the southern New Jersey re- 
gional office at Millville. Mr. Newcomb 
joined Prudential in 1950 and was pro- 
moted to staff manager in 1954. 

John P. Dockter Jr. has been pro- 
moted to staff manager in the North- 
eastern district office of Prudential at 


General American Life 


Fred T. Johanningmeyer has been 
appointed to the newly-created posi- 
tion of director of field training of St. 
Louis agencies for General American 
Life. Mr. Johanningmeyer formerly 
was with Metropolitan Life as assistant 
district manager at St. Louis. 


Equitable Society 


Francis J. Cavanaugh, Greenfield, 
Mass.; Charles C. Ceropski, Chicago; 
John H. Dunsmore, New York City, 
and Harvey S. Wood, Ogden, Utah, have 
been named unit managers of Equita- 
ble Society. 


Provident Mutual 


The Brennan agency in Brooklyn 
and the Barnhurst agency at New York 
have been consolidated, with offices 
remaining at the latter’s address, 711 
Third avenue. Henry G. Barnhurst is 
manager and Walter J. Brennan, who 
was general agent in Brooklyn, is as- 
sistant manager. Mr. Brennan will be 
in charge of developing brokerage bus- 


ary savings has created an expanded 
opportunity for brokerage service. Mr. 
Brennan, who has spent his entire 30- 
year career with the company, is pres- 
ident of Brooklyn Life Managers Assn. 


Home Life of N.Y. 


James J. McCann has been appoint- 
ed manager of a new agency at Mine- 
ola, in the New 
York City subur- 
ban area. He has 
been with Home 
Life 17 years, 
starting as a plan- 
ning assistant in 
the home office 
sales planning di- 
vision and later 
joining the New 
York City agency 
headed by John H. 
Evans, now Home 
Life’s vice-presi- 
dent-sales. He is president of the New 
York City CLU chapter and a director 
of the New York City Life Under- 
writers Assn. 





James J. McCann 


First Colony Life 


Donald E. Beggs Jr. has been ap- 
pointed manager of a newly-created 
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iness. Provident Mutual’s recent en- agency for northern Virginia, with 
trance into group, pensions and sal- headquarters at 1707 Duke street, 


Alexandria. He started in insurance in 
1953 with Acacia Mutual Life. He is a 
CLU. 

Taylor J. Watkins Jr. has been ap- 
pointed manager at Danville, Va. Be- 
fore joining First Colony he was a dis- 
trict manager of Jefferson Standard at 
Danville. 








To Study Future of 


Ohio Federation 


The governing committee of Insur- 
ance Federation of Ohio will meet May 
14 in Columbus to decide the future of 
the organization. Lack of support may 
force it to “deactivate,” although there 
are determined efforts underway to in- 
crease membership and raise funds. 


Institute of Life Insurance to 
Hold Annual Dec. 10 at New York 


Institute of Life Insurance will hold 
its annual meeting Dec. 10 at Waldorf- 
Astoria hotel, New York City. 


Ohio Department Bill Passes 

The Ohio house has passed and sent 
to the senate the bill to separate the 
insurance department from the depart- 
ment of commerce and give it cabinet 
status. 
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One minute is all it takes to find out about the sub- 
stantial new earning power awaiting you now in State 
Mutual’s Key Man Sickness & Accident disability plan 
— a modern, saleable plan that’s non-cancellable and 
guaranteed continuable to age 65. 


Without added overhead, billing details or collection 
problems, your earnings from a typical State Mutual Key 
Man S&A case would average $150 for each person 


To learn about this unusual profit opportunity in 
Key Man coverage, we urge you to read our new folder 
entitled, ‘“‘How Long?”. For your free copy, contact 
your nearest State Mutual agency. 

We're confident that the 60 seconds it takes you to 
write or call us will pay you many times over in the grow- 
ing number of $150 commissions you'll earn. 
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Two Commissioners 
Address NALC 
Annual Meeting 


Company men attending the third 
annual meeting of the National Assn. 
of Life Companies in Indianapolis 
were urged by their April 29 banquet 
speaker to have their agents support 
the National Assn. of Life Underwrit- 
ers. 

The speaker, 
diana commissioner, 


Alden C. Palmer, In- 
credited NALU 


with many of the legislative safe- 
guards both companies and agents 
now enjoy, particularly state laws on 





Commissioner Hays of Louisiana 
also addressed a gathering at the 
NALC meeting. A report of his talk 
follows the account of Mr. Palmer’s ad- 
dress. 





rebating and twisting, and declared 
that NALU is a force for the good of 
the business, deserving both home of- 
fice and field support. 

Mr. Palmer also credited the smaller 
companies of the past with the crea- 


tion of many policy forms and cover- 
ages now considered standard in the 
business. The credit for the disability 
income rider goes either to Fidelity 
Mutual or Security Mutual, both small 
companies at the time they introduced 
the coverage, he said. Double indem- 
nity was pioneered by State Life of 
Indiana; family income by Continen- 
tal American; juvenile by “the small, 
mid-western companies’; and the ba- 
sic idea of the current “family plan” 
policy, by a number of small compa- 
nies ‘“‘years ago.” 

“In the first quarter of 1957, the 
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EXPERT, LOCAL SERVICE—with fully trained group spe- 
cialists in field offices throughout eastern America. On- 
the-spot quotations for standard coverages... 
settlements (including a completely modern “draft” sys- 
tem. Ask your Nationwide man for full details). 


UP-TO-DATE COVERAGES—all the standard coverages 
plus SUPER-IMPOSED GROUP LIFE (provides additional 
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last year Nationwide passed 


the Billion Dollar Life Insurance In-Force 
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that Nationwide has 28 regional offices 


and over 165 district offices ready to serve you! 


Get the full Nationwide Group story. Send 
coupon for full details. See how you can profit 


from Nationwide’s streamlined program. 
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NATIONWIDE Group Department, 246 North High St., 
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.. coverage, beyond the limits of your client’s present 
plus MAJOR MEDICAL coverage. 


MODERN COMMISSION SCHEDULES—with commissions 
paid on regular renewals for 10 years PLUS service re- 
.with a choice of graded or level commissions 
available to brokers. 


GOT A PROSPECT? Nationwide Group representatives are 
ready to give you fast, full, effective support.. 
senting your story.. 
below—see how you can profit from Nationwide’s ex- 
panding Group operation. 
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business nationally showed an increase 
of 11%, but we here in Indiana had ap 
increase of 37%,” the commissioner re. 
ported. “Is it illogical to reason that 
some of our extra increase may haye 
come from the many new, aggressive 
companies formed in the state since 
World War II? At any rate, it is cer. 
tainly correct to say that there are 
today many millions of life insuranee 
in force that would not be were it not 
for the small companies. 

“There must never come a time,” 
Mr. Palmer warned, “when men of 
sincere purpose who can raise ade. 
quate capital cannot start a new com. 
pany. Should that day ever come, jt 
would be the end of free enterprise ip 
the U. S.” 


While praising small companies for 
past innovations in coverage, the com- 
missioner adjured those represented 
at the banquet to “keep away from 
policy forms that have as their pri- 
mary purpose, other than service to 
the public. He warned that at least in 
Indiana, the department opposes the 
device of underwriting companies or 
agencies and that it watches organi- 
zational and promotional expenses of 
new companies closely. 

“What life insurance company man- 
agement needs,’ Mr. Palmer conclu- 
ded, “is to get more of the religion of 
life insurance in them. If I had my 
way, every company president in the 
business would be forced to pay a few 
death claims in person each year.” 


HAYS OF LOUISIANA 


The immediate and urgent task of 
life insurance companies in one of 
policing and purging its own ranks 
of those individuals and companies, 
“though few in number,” who are 
chipping away at the very foundation 
of public confidence, Rufus D. Hays, 
Louisiana commissioner of insurance, 
told the April 29 luncheon meeting of 
the third annual convention of the 
National Assn. of Life Companies in 


Indianapolis. 
Speaking on “Public Confidence— 
Your Responsibility,” Commissioner 


Hays declared that-he takes no issue 
with the growth of the industry nor 
with offering new plans. “The chal- 
lenge of your management is to strive 
toward a maximum -goal rather than 
be satisfied --with minimum require- 
ments and standards. ‘You - become 
your own master when you build even 
beyond: the requirements of the law, 
a safe, sound, ethical institution well 
deserving of the public confidence you 
enjoy.’ 

Ideal legislative regulation of “the 
business would determine broad pol- 
icies and objectives rather than con- 
tain prohibitory and penal provisions, 
he said. Insurers should have freedom 
in determining new ways to serve 
the public. 

Regulation and supervision are not, 
however, the solution to all problems 
and the cure for all evils. Self-policing 
is the greatest weapon against federal 
regulation, and management has a 
heavy responsibility to preserve con- 
fidence in the institution by maintain- 
ing the character and integrity of the 
growing and thriving industry. 





Newhouse & Hawley Move 


Newhouse & Hawley Inc., a leading 
representative for Lloyd’s ‘London at 
Chicago, has moved its home office 
to larger quarters back at 175 west 
Jackson boulevard where it had been 
until 1944. The change also included 
the affiliated operation of the L 


Hawley agency, exclusive manager of 


Cook and Lake counties for Union Mu- 
tual Life of Portland, Me. 
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Liberty Natl. Uses 
Team Management with 
Success in Districts 


Team management has been suc- 
cessful where it has been used in Lib- 
erty National Life, Vice-president 
Charles T. Clayton told LIAMA’s 3- 
day annual combination companies 
conference at Hollywood Beach, Fla. 

The company became interested in 
the team management district opera- 
tion five years ago, he said. Reduction 
of the cost of supervision was the pri- 
mary reason for adopting the system. 
The first thing the company did was to 
reduce agent turnover. 

Instead of forcing the team manage- 
ment concept on the districts, the com- 
pany decided it wanted the district 
management staff to ask voluntarily 
for team management. There was no 
pressure from the home office. How- 
ever, the compensation plan made it 
in the best interest of managers and 
superintendents to adopt it. Team 
management was a means by which 
they could increase the number of 
debits per district. 

The results proved the success of the 
plan. There now are 6.3 debits per 
associate manager, compared to 5.2 
debits per staff manager in 1952. Now 
there are five debits per managerial 
personnel compared to 3.94 in 1952. 
The percentage of managerial over- 











Publish New History of 
Mutual Benefit Life 


The 112-year history of Mutual 
Benefit Life is the subject of a book, 
Since 1845, written by Miss Mildred 
F. Stone, staff assistant to President 
H. Bruce Palmer, and published by 
Rutgers University Press. 

The book’s dust jacket describes it 
this way: “This is the story of the 
oldest life insurance company in New 
Jersey .. . Here is the account of how 
the company led the way in such hu- 
manly inspired and progressive devel- 
opments as cash value payments for 
policyholders, annual refund of pre- 
miums and many others. The 
reader will see here the development 
of a corporate personality against the 
backdrop of gold miners and whaling 
men, Victorian ladies and Gibson girls, 
doughboys and GI’s, bewhiskered 
clerks and captains of industry. Here 
in fact is a reflection of a century of 
American life.” 

The book is illustrated with repro- 
ductions of all the company’s paint- 
ings of presidents and other men im- 
portant in Mutual Benefit history. 

Since 1845 is the second history of 
the company. The previous book, 
Down the Years, was written in 1932 
by Dr. William R. Ward, the former 
medical director. Miss Stone assisted 
him. 





_ James L. Poteet, formerly in the 
life business at Memphis, has been 
appointed vice-president and _ associ- 
ated agency director of First Pyramid 
Life of Little Rock. 
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head has been reduced and production 
per debit is just as good as ever. 

Mr. Clayton said team management 
may never be adopted in the entire 
company. “We think some situations 
can be better served by the staff plan 
of district operation. We know that 
some geography situations will never 
lend themselves to perfect team-man- 
agement,” he said. 

A district operated by team manage- 
ment requires better over-all planning 
than a district run under the staff 
plan. A manager is needed who can 


handle his associate managers smooth- 
ly and hold their confidence. Team 
management works better.in the dis- 
trict where there is a low turnover. 
Liberty National agents like team 
management. Its flexibility makes it 
possible for them to get supervision 
and assistance when they need it. 
Strong career agents like the plan be- 
cause it promises them an equal share 
of the supervision. Under the staff 
plan, the weak agents usually get most 
of the superintendent’s time. 
Associate superintendents like team 


management. It offers a better oppor- 
tunity for training future managers 
than does the staff plan of operation. 
The plan removes a lot of pressure 
from their job. Responsibility is shared 
by the manager as well as by the as- 
sociate managers. 

Team management raises prestige of 
the assistant manager because he is 
given a voice in management. It gives 
a more flexible operation. The team 
can supervise from 20 to 40% more 
agents than the same number of su- 
perintendents can handle in staffs. 

















Hit the bull’s-eye with 
Connecticut Mutual 


Policy Contracts Second to None 


Over 50, including special pension and profit-sharing 
contracts, new 10, 15 and 20 year level term 


riders and a new lower-premium mortgage cancel- 


lation plan. 


Wide Choice of Settlement Options 
3.35% now paid on options, giving high yield to 


beneficiary. 


Low Net Cost on All Plans 


New 1957 dividends (total $24,400,000) bring cost 


to policyholders even lower. 
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New Low Annuity Rates 


Single premium immediate annuity rates are now 
among the lowest — with a wide range of plans. 


Large Limits on Life and Annuities 
Life insurance to $750,000. Annuities to $1000 a 


month income. 








General Agents will be delighted to pro- 
vide illustrations on any form, amount and 


age for brokers with surplus lines. 
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Sales Director; George C. Roeding, Associ- 
ate Manager; Roy Rosenquist, Statistician. 


DALLAS 1, TEXAS—708 Employers Insur- 
ance Bidg., Tel. Riverside 7-1127. Alfred E. 
Cadis, Southwestern Manager. 


DENVER 2, COLO.—234 Commonwealth 
Building, Tel. Amherst 6-2725. Fred L. 
White, Rocky Mountain Manager. 


DES MOINES 9, IOWA—327 Insurance Ex- 
change Bldg., Tel. Atlantic 2-5966. D. J. 
Stevenson, Resident Manager. 


DETROIT 26, MICH.—613 Lafayette Bidg., 
Tel. Woodward 5-2305. William J. Gessing, 
Manager for Indi and Michigan. 





INDIANAPOLIS 20, IND.—5634 N. Rural St., 
Tel. Clifford 3-2276, William J. Gessing, 
Manager for Indiana and Michigan. 


MINNEAPOLIS 2, MINN.—1038 Northwest- 
ern Bank Bldg., Tel Federal 2-5417. Howard 
J. Meyer, Northwestern Manager. 


NEW YORK 38, N. Y.—99 John Street, 
Room 2420, Tel. Beekman 3-3958. J. T. Curtin 
and Clarence W. Hammel, New York Man- 
agers. 


NEWARK 2, N. J.—10 Commerce Ct., Tel. 
Market 3-7019. John F. McCormick, Resi- 
deat Manager. 


PHILADELPHIA 9, PA.—123 S. Broad St., 
Room 1027, Tel. Pennypacker 5-3706. Robert 
I. Zoll, Middle Atlantic Manager. 


ST. LOUIS 2, MO.—221 Pierce Bldg., Tel. 
Chestnut 1-1634. Geo. E. Wohlgemuth, Resi- 
dent Manager. 


SAN FRANCISCO 4, CAL.—582 Market 
St., Tel. Exbrook 2-3054. Richard G. Ham- 
ilton, Pacific Coast Manager. 


CHANGE OF ADDRESS 
Be certain to enclose mailing label with 
new address. Allow four weeks for comple- 





tion of the change. Send to subscription of- 
fice, 420 E. Fourth St., Cincinnati 2, Ohio. 











EDITORIAL 


COMMENT 





Let's Put Faith in Lite Insurance First 


To be deeply and unswervably con- 
vinced of the worth-whileness of what 
you are doing makes nearly any job 
a good job. But for selling life insur- 
ance it’s the primary ingredient with- 
out which all the skill and ambition 
in the world are likely to be futile. 
The young fellow who is attracted to 
the business may be eager, a rapid 
learner, a skilled salesman. But these 
qualities aren’t going to help him 
much when a prospect who’s been a 
friend for years isn’t quite able to 
conceal a low regard for the business 
our hopeful agent has gone into. 

What this man needs is a conviction 
that he’s engaged in such a worth- 
while endeavor that the rebuffs of the 
skeptics serve only to renew his zeal. 
Agents of half a century ago didn’t 
have much in the way of training—no 
CLU, no LUTC; no ingeniously flex- 
ible policy forms; if they had settle- 
ment options they were little used; 
they had no financing plans. But they 
did have a missionary zeal about the 
good that life insurance could do the 
people they were talking to. 

How can this conviction of the 
worth-whileness of life insurance be 
soaked into the new agent? There are 
various ways, but the first step is to 
realize that it is more important than 
has generally been believed. It is easy 
to educate the new agent, if he was 
reasonably quick at learning in school. 
Education of agents has been brought 
to a high degree of development— 
most valuable for the business and the 
public, too. Training, in the sense of 
imparting definite specialized skills, 
presents a more baffling problem, but 
there, too, much has been ac- 
complished, to the benefit of the busi- 
ness and the public. 

Perhaps because the conviction as- 
pect is more elusive, less has been 
done about it. Sure, talks without 
number have been made and books 
and articles without number have been 
written about the importance of the 
life insurance agent’s calling. But how 
do you get across this conviction to 
the new man when he needs it most? 

Perhaps a good share of the failure 
to develop this conviction to the nec- 
essary strength early in the new 
agent’s career is that his mentors have 
the conviction so strongly themselves 
that they don’t realize how fragile the 
new man’s is. It seems strong enough 
in the classroom but it can wilt fast 
in the cold glare of an unfriendly 
prospect’s look. 

We believe the way to build up this 
conviction to the point where it will 
not desert the novice agent when he 
is handling a tough prospect is to rec- 
ognize the importance of this inculca- 
tion process and not turn the new 
man loose to sell until there is reason 
to believe his conviction will stand 
up under fire. 

But supposing you, as an agency 
head, are convinced of the desirability 
of doing this. How would you go about 
it? 


Well, first-hand learning is always 


the best, and this is no exception. Let 
the apprentice agent see actual evi- 
dence of under-insurance or lack of 
insurance. Let him go out with older 
agents on the payment of death claims. 
Let him handle claim payments him- 
self, where no other agent is involved. 
Let him make service calls on widows 
who are living on life insurance pro- 
ceeds being paid out under settlement 
options. A widow who has been ade- 
quately provided for would be happy 
to testify to how well her husband 
provided for her. One without ade- 
quate insurance would, in all proba- 
bility, be willing to discuss what pro- 
vision should have been made had the 
selling agent done his job better. 

Does this last seem callous or heart- 
less? No reason it should be, if han- 
dled in the right way. Most people are 
generous-hearted enough to be willing 
to discuss a painful experience for the 
sake of helping someone else mitigate 
a similar situation. 

Visits to the probate courts can 
elicit sobering evidence as to how lit- 
tle most family heads leave besides 
their life insurance. 

Social workers and city welfare de- 


partments would be excellent sources 
of information that should convince 
anyone of the need of life insurance, 
Clergymen are aware of the financiaj 
as well as emotional problems that 
come with the death of a breadwinner, 
Without violating confidences or dis. 
closing names they could do much to 
bolster anyone’s faith in the vital place 
of life insurance. 

Not the least valuable witnesses to 
the power of life insurance would be 
policyholders’ sons and daughters who 
were enabled to live a normal family 
life and attend college only because 
life insurance was there to take over 
the financial load when their fathers 
died. Not surprisingly, some of the 
most effective life insurance agents are 
men for whom life insurance replaced 
a deceased father’s earning power. 

Invaluable as education, training 
and supervision are, they are not 
enough to carry the new agent through 
his first, crucial months unless he has 
the unshakeable conviction that he js 
performing a vitally important service 
for the reluctant prospect on the other 
side of the desk. But if he has the con- 
viction, he may forget the sales talk 
he learned or the psychology of selling 
that was drilled into him, and still he 
will find a way to communicate to his 
prospect the urgent necessity of doing 
something about the problem that con- 
fronts him. — R.B.M. 








PERSONAL SIDE OF- THE BUSINESS 





Richard G. Mulholland of Chatham, 
N. J., manager of the underwriting de- 
partment of Colonial Life, was pre- 
sented the 1956 award for service to 
alma mater and fraternity by Rho 
Alpha Phi fraternity alumni of Upsala 
college, East Orange, N. J. Mr. Mul- 
holland is the first recipient of the 
award, which will be given annually. 


Charles V. Gibilaro, assistant man- 
ager for New York Life at New York 
City, addressed 200 honor students at 
Theodore Roosevelt High school, 
Bronx, N. Y., on selling careers in the 
life business. 


G. Archie Helland, general agent for 
Connecticut Mutual Life at San An- 
tonio, and Mrs. Helland have left for a 
trip to England and Scandinavian coun- 
tries. Mr. Helland, a CLU and quali- 
fier for the Million Dollar Round 
Table, has been invited to address rep- 
resentatives of 14 Norwegian insur- 
ance companies at Oslo in June. He 
also» will speak before leading insur- 
ance men of Sweden at a June gather- 
ing in Stockholm. 


Ronald R. Pariseau, training direc- 
tor of John Hancock, has been re-elect- 
ed president of the Massachusetts chap- 
ter of American Society of Training 
Directors. Malcolm V. Smith, super- 
visor of training of New England Life, 
has been elected secretary. 


Mrs. Irby Schultz, chief telephone 
operator for Great Southern Life, re- 
cently was named “Miss Telephone 
Courtesy” of Houston. As a finalist 
among 800 nominees, Mrs. Schultz 
won the title by continuing calm and 
courteous throughout a telephone con- 
versation deliberately calculated to 
try her patience. Mrs. Schultz has been 
Great Southern’s “Voice with a Smile” 
for five years. 


William H. Andrews Jr., manager 
of Jefferson Standard Life at Greens- 
boro, has accepted an invitation from 
Secretary of Defense Wilson to at- 
tend the 10-day joint civilian orienta- 
tion conference at Washington, de- 
signed to give selected representatives 
of the public an over-all acquaintance 
with the national defense program. 

John P. White, advertising manager 
of Lincoln National Life, has been 
named Fort Wayne “Advertising Man 
of the Year,” and his secretary, Eileen 
Chaney, has been elected president of 
Indiana division of National Secre- 
taries Assn. Mr. White was runner-up 
for ‘Man of the Year” in the fifth dis- 
trict of Advertising Federation of 


DEATHS 


DR. H. L. CASEBERR, a physician 
at Butte, Mont., and founder and pres- 
ident of the recently organized New 
American Life of Butte, was killed in 
a truck-car crash 15 miles west of 
Butte. 











JOHN P. ROYSTON, general man- 
ager of Life Insurance Investors, Ine, 
Chicago, died this week three days af- 
ter a coronary attack. Mr. Royston was 
for many years chief deputy of the 
Connecticut insurance department. In 
1945 he joined Gen. MacArthur’s staff 
in Japan as insurance counsellor. I 
this position he assisted in recodifying 
the insurance laws of Japan and Ie 
organized many Japanese life, fire and 
casualty companies. In 1950 Mr. Roy- 
ston became general manager fot 
Japan of the American International 
group, representing a large group 0 
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Why Only $10? 


Why only $10 of Monthly Disability Income? A 





man may need $12 or $15 or even $20 per $1,000 


of life insurance. 


He can now buy these amounts with Occidental’s 
broadened Income Disability rider which allows 
a man to provide as much as $20 monthly total 
disability income for each $1,000 of life insurance 
up to monthly total of $500. That’s right —$200 
on a $10,000 policy. 


Available on most Term plans as well as Life and 
Endowment, the rider contains only a four-month 
waiting period. And, on many plans, it pays dis- 
ability income not just to age 65, but for life 
during total disability — reducing to half the orig- 


inal amount at age 60. 


This, we submit, is a disability income plan that 


helps replace income realistically. 





“A Star in the West...°¥ 







HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


“WE PAY AGENTS LIFETIME RENEWALS .. . THEY LAST AS LONG AS YOU DO!" 
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Builds Prestige and Business ,Too 





Mutual Benetit Life's ‘True Security’ 
Program Wins Freedoms Foundation Medal 


Mutual Benefit Life’s “True Secur- 
ity” program has been awarded the 
George Washington medal by the 
Freedoms Foundation of Valley Forge, 
Pa. The foundation termed the pro- 
gram ‘an outstanding achievement in 
helping bring about a better under- 
standing of the American way of life.” 

The program was introduced in 
March, 1956, and was described in 
detail in THE NATIONAL UNDERWRITER 
at that time. Based on movies, slide- 
films, and booklets, it consists of eight 
sessions for the training and develop- 
ment of personnel with management 
potential and is made widely available 
to industrial, commercial and business 
firms. 

During its first year, more than 300 
companies and organizations in all 
parts of the country have used the 
program or have set up definite start- 
ing dates for it. Each of Mutual Bene- 
fit’s 80 agencies is prepared to provide 
information about the program and to 
make available for inspection the var- 
ious materials that are used in it. 
Many companies using it are of na- 
tional prominence. 

The “True Security” program is de- 
signed to develop, among management 
people, initiative, human _ relations 
skills, and an interest in financial 
planning. The program format, plus a 
detailed guide for the discussion lead- 
er, are designed so that all sessions 
except one can be conducted by mem- 
bers of the corporation’s staff. The 
one session, financial planning, is con- 
ducted by a Mutual Benefit Life agent. 

The films and booklets which have 
been specially prepared for the pro- 
gram have received high praise from 
training directors and communications 
specialists. The basic film, The Time 
Is Now, won first award at the Stam- 
ford film festival and was cited for 
excellence at the Cleveland film festi- 
val. A feature of the financial plan- 
ning session is a second film, Making 
Money—Work, an animated color car- 
toon which has also received much 
favorable comment. 

Experience with the program has 
led to a new development in the fi- 
nancial planning session. This session 
was originally included in the program 
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THE COMPANY YOU KEEP 


paid full value for your production effort is naturally a basic 


on the job and your work-ability as well. 


General Agent’s recommendation will help. 
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Insurance in Force over $330,000,000 
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Assets over $78,000,000 « 


There’s more to the insurance business than meets your pocketbook. Getting 


beyond dollars-and-cents earnings, other important factors govern your happiness 


For example: Western fieldmen have full-freedom to exercise their own initiative 
and program their own advancement. They enjoy a friendly working relationship 
with their home-office; receive recognition and promotion for a job well done. Besides 
all this, Western fieldmen are among the best-compensated in the business. The 
company you keep is mighty important to your peace-of-mind when insurance is 
your life’s work. For a look-in on Western, drop us a line today. Your Manager’s or 


R. 
LEE CANNON, Agency V.P. 
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B. RICHARDSON, Pres. 










The George Washington medal pre. 
sented by Freedoms Foundation, Ine, 
to Mutual Benefit Life for its “Trye 
Security” program. 





because a survey by the company in- 
dicated that 85% of the executives 
questioned believe that an employe 
with a financial plan is a better em. 
ploye and that a session on financial 
planning belonged in a management 
training program. These executives 
stated that an employe with a sound 
financial plan is not distracted from 


business responsibilities by personal 
(CONTINUED ON PAGE 34) 


700 Attend Life of Ga. 
Annual Convention at 
Hollywood Beach, Fla. 


Life of Georgia’s annual convention 
brought 700 agents, managers, home of- 
fice officials and wives to Hollywood 
Beach hotel at Hollywood, Fia., for 
three days. 

The hotel rolled out a red carpet 
for the “VIP conventioneers,” as they 
were called after their qualifying cam- 
paign to become “vigorous insurance 
producers.” : 

President R. Howard Dobbs urged 
them to work toward making Life of 
Georgia a better rather than a bigger 
company. 

The traditional headgear awards 
were made. The top hat for leading 
agent went to E. L. Luther, Atlanta, 
and the silver derby for leading staff 
manager to John L. Gray, Blakely, Ga. 
Certificate for the leading district man- 
ager went to J. S. Tibbitts, of Alex- 
dria, La. 

A playlet, “The Policy Peddler and 
the Insurance Man,” staged by the 
training department presented a hu- 
merous burlesque on the wrong way 
to sell, contrasted with the proper pro- 
cedure. The star was U. H. Prickett, 
assistant director of training, who 
played the role of the awkward agent. 
Chester Holmes, training assistant, 
played the solid salesman and Truett 
D. Wakefield, director of training, nar- 
rated. 

Lester O. Schriver, managing direc- 
tor of National Assn. of Life Under- 
writers, gave an inspirational talk. 








Junior Achievers Get $12 Loan 
One of the smallest commercial loans 
in St. Louis banking history was made 


recently to a Junior Achievement Co., f 


sponsored by General American Life. 
Officers of Mojac, a junior achieve- 
ment company which manufactures 
leather advertising novelties, received, 
after “some consideration,” a $12 un- 
secured loan from Mercantile Trust Co. 
of St. Louis. 
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SELECTION CHIEFS ADVISED 





Give More Authority to Young Men Who Show Good Judgment 


If voung men show they possess 
sound judgment, don’t penalize them 
for their youth but 
develop them by 
giving them re- 
sponsibility and 
authority as fast as 
they are able to 
absorb them. 

This was the 
advice given at the 
annual meeting of 
the Home Office 
Life Underwriters 
Assn. at White 
Sulphur Springs 
by President O. 
Kelley Anderson of New England Life 
as the best way of meeting the short- 
age of underwriting capacity due to 
increased business. 

Mr. Anderson also emphasized the 
advisability of paying better starting 
salaries to young men. To speed up 
the development of younger under- 
writers he suggested that the associ- 
ation set up a seminar similar to the 
life officers investment seminar con- 
ducted each year at Beloit college 
jointly by American Life Convention 
and University of Chicago. 

“While it is true,” Mr. Anderson 
elaborated, “that good judgment im- 
proves somewhat with experience, it 
is equally true that all the experience 
in the world won’t give a man good 
judgment. So if you have a young man 
with this quality . . . increase his au- 
thority just as rapidly as he can as- 
similate it.’ He warned that execu- 
tives breaking in a new man should 
refrain from taking the difficult case 
away from him, but should instead talk 
it over with the new man and then 
let him handle it. He also suggested 
that the new man be sent on agency 
visits to participate in policy matters 
“to increase his status and his breadth 
of perspective.” 

John G. Kelly, assistant general 
counsel of Mutual of New York, defined 
the assumption of business risk as “the 
deliberate acceptance of a situation in 
which there is not complete assurance 
that the legal sufficiency of the com- 
pany’s position could be sustained if it 
were challenged, but in which the 
risks involved in the possibility of 
challenge appear .clearly to be of less 
weight than the disadvantages of 
adopting an approach that would make 
the company’s legal position fully se- 
cure.” 

The factors which offset disadvan- 
tages vary, Mr. Kelly pointed out. One 
situation may involve balancing pos- 
sible loss of right to contest, against 
an element of delay or inconvenience 
in issue, as in certain cases of incom- 
plete information on medical applica- 
tions. Another may require balancing 
substantial savings in company oper- 
ations against theoretical risks of iso- 
lated cases, as, for example, cutting 
down the time for maintaining records. 
Others may involve balancing public 
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good will against isolated and unlikely 
legal risks, such as that of double li- 
ability. 

Mr. Kelly stated that in adopting a 
program in 1950 for facilitating pay- 
ment of disability benefits in the case 
of a mentally incompetent insured for 
whom no guardian had been appoint- 
ed, it was concluded that “whatever 
legal risk may be involved is one that 
we should assume unless and until we 
have an actual case in which we are 
held liable for second payment.” In 
the 6% years of this liberalized pro- 
gram, he noted, there has never been 
a claim for double payment. Require- 
ments for issuance of copies to replace 
lost policies have been similarly liber- 
alized, he said, with good results dur- 
ing a 15-year experience. 

Pearce Shepherd, vice-president and 
actuary of Prudential, who reviewed 
20 years of underwriting changes, 
called for an aggressive and courage- 
ous attitude in underwriting, based 
upon medical advances and improve- 


aviation which have substantially re- 
duced hazards, but he warned against 
underwriting carelessness. 

Medical advances which point the 
way to improved mortality can only 
be taken into consideration after “a 
safe waiting period,” he stated. He 
urged caution in considering hyper- 
tension cases. However, corrected con- 
genital defects of the heart, for ex- 
ample, “may prove to be _ readily 
insurable risks.” He noted that female 
mortality is so favorable that it now 
is possible to offer superior policies, 
or to lower the rating for a standard 
policy, usually by three years; favor- 
able mortality at the younger ages is 
reflected in the “family policy,” and 
the general improvement has had a 
modified liberalizing effect even on 
substandard cases, including alcohol- 
ics. 

“There are impairments, however,” 
said Mr. Shepherd, “which probably 
require the same extra premium today 
as 20 years ago and we may find some 
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niques, which require heavier ratings 
to compensate for the large group 
which is given more favorable treat- 
ment.” 





Colonial Lite Extends Mathematics 
Scholarship to Five High Schools 

Colonial Life’s mathematics scholar- 
ship for freshmen entering Upsala col- 
lege in September has been extended 
to include male senior students of all 
five high schools in the Oranges and 
Maplewood, N. J. It previously was 
open only to graduates of the two East 
Orange high schools. 

The scholarship provides financial 
help for a qualified student who plans 
to major in mathematics. It amounts 
to $750 and covers tuition plus $100 for 
books and incidentals. Candidates will 
be selected on the recommendations of 
the principals of the five high schools 
and their names will be submitted to 
Upsala college, which will make the 
award. 





Dallas Insurer Buys Ga. Company 

Public Savings Ins. Co. of Dallas has 
purchased Lincoln Life of Augusta, 
Ga., for a consideration reported in 
“excess of $1,500,000.” The Dallas in- 
surer also owns Public Savings Life 
of Charleston, S. C. 
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The difference between a job and a career is an 
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Maccabees Enjoys | 
New Records in ‘56 | 


Maccabees achieved many new | 
highs during 1956, according to the an- 
nual report of the fraternal which is 
currently being distributed. New busi- 
ness written amounted to $58,168,403, 
the largest amount ever written in any 
one year and a 11% increase over 1955 
production. At the end of 1956 Macca- 
bees had a total of $401,047,799 of in- 
surance in force, including $323,434,583 
in adult protection, and $77,613,216 in 
junior protection. 

Benefit payments of $7,822,685 in 
1956 brought the total in the society’s 
history to $363,838,092. Refunds paid 
to members last year amounted to $1,- 
030,316. Interest and rents received 
from investments in 1956 totaled $5,- 
290,446. Gains also were made in sur- 
plus and in assets, with total assets at 
the end of 1956 standing at $114,054,- 
331, compared with $109,660,800 at the 
end of 1955. 

Copies of the artistically illustrated 
annual report are being distributed to 
Maccabees officers, local lodges, field 
representatives and other personnel. 











Twin Cities Actuarial 
Meeting Draws Large 


Turnout; Davis Talks 


Melvan E. Davis, Metropolitan Life, 
president of Society of Actuaries, ad- 
dressed a recent meeting of the Twin 
Cities Actuarial club at Minneapolis. 
The meeting drew representation from 
the Dakota Actuarial club, the Actu- 
aries Club of Des Moines, Kansas City 
Actuarial club, Nebraska Actuarial 
club, and Actuaries Club of Winnipeg. 
George V. Stennes of Stennes & Asso- 
ciates, vice-chairman of the Twin 
Cities club, presided. 

Mr. Davis spoke of the new dynamic 
developments that have taken place 
in the life insurance business. They 
range, he said, all the way from a com- 
plete rearrangement of office proce- 
dures and use of the most modern high 
speed electronic equipment to growing 
use of a pre-authorized check plan 
which enables policyholders to pay 
their premiums on a monthly basis. 
These changes, he pointed out, have 
increased greatly the complexity of the 
work of actuaries. Consequently, there 
is an urgent need these days for more 
young people to prepare themselves for 
this profession. 

The meeting also included a lunch- 
eon with top executive officers of life 
companies in the twin cities, given by 
John S. Pillsbury Jr., president of 
Northwestern National Life. H. C. 
Dunkley, North American Life & Cas- 
ualty, was chairman of arrangements. 
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Cleveland Room 


Dine in the splendid old world 
setting of a grand dining 
room. The menu is varied, the 
service unexcelled, 
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One of the brightest of the city’s 
supper clubs. Dancing nightly 
from 9:00 p.m. 

Air conditioned, of course. 


Rib Room 


A true specialty restaurant 
For Fabulous Roost Beef, 
roasted, carved and served 
to your order. 


MEN'S BAR 


Strictly stag — is this all male 
haven for good drinks, 

good food and good tolk. 
Plus sports events on TV. 


TRANSIT BAR 


For rapid service in the most 

unique bar in the country . . 
decorated with an outstanding 
collection of miniature trains. 


“PANO 


Pouse — in the relaxing, informal 
atmosphere of the gayly decorated 
Patio. It’s a Cleveland habit to 
soy — “Meet me at the Patio.” 


5S Coffee Shop 


Service is brisk and decor cheerful 
in the modern, air-conditioned 
coffee shop. Enjoy a tasty sandwich 
or a moderately priced meol. 


eae ee ee em pee ee eee re ee ee ee es ee ee ee 


Ail Clalads 


CLEVELAND, OHIO 


WRITE OR CALL FOR YOUR RESERVATIONS NOW 








health i 
effective! 
and con: 
up oppor 
and non 
Marion | 
parrment 
fare, tol 
America 
Washingt 

Mr. F< 
luncheon 
ministrat 
the healt 
consisten 
some leg! 
growth i 
tain gro 
lieves th 
now will 
of private 


The ad 
lation tc 
companie 
to pool tl 
prove anc 
not a Col 
broad pr: 
would en 
ited reso 
mental a 
thus offe1 

Also p! 
health in 
employes 
som said 
legislatior 
at an ear] 

The in 
tinuing e: 
icies to th 
he asserte 
circumsta 
wide rans 
providing 


Mr. Fol 
to establi 
cepts sim 
lished. H 
icies whi 
the patier 
tends to i 
of hospit 
needlessly 
to provid 
patient sé 
services, 9 
pital adn 
early dia 
care, 

There i: 
care whic! 
on the fu’ 
went on. 
to stay o 
daily wor 

(CO 





0, 1957 


——=—= 


YD 


ich 


ANI 





May 10, 1957 


LIFE INSURANCE EDITION 


HEALTH INSURANCE ASSN. 21 








=——— 





Progress Marks HIAA Annual Meeting 


Folsom Says A&S 
Advances Best by 
Voluntary Action 


Administration Seeks to 
Provide Opportunities for 
Private Health Insurers 


The administration believes that 
health insurance can advance most 
effectively through voluntary action 
and consistently has sought to open 
up opportunities for private enterprise 
and non-profit plans in this field, 
Marion B. Folsom, secretary of De- 
parrment ef Health, Education & Wel- 
fare, told Health Insurance Assn. of 
America at its annual meeting in 
Washington. 

Mr. Folsom, addressing the annual 
luncheon on Wednesday, said the ad- 
ministration’s legislative proposals in 
the health insurance field have been 
consistent with that policy. While 
some legislation is needed to stimulate 
growth in certain areas and for cer- 
tain groups, the administration be- 
lieves that the greatest gains needed 
now will stem from the creative effort 
of private enterprise. 


The administration is seeking legis- 
lation to permit smaller insurance 
companies and non-profit associations 
to pool their resources in order to im- 
prove and expand their services. While 
not a comprehensive approach to the 
broad problem of health insurance, it 
would enable organizations with lim- 
ited resources to undertake experi- 
mental and developmental work and 
thus offer better coverage. 

Also proposed is action to improve 
health insurance coverage on federal 
employes and their families. Mr. Fol- 
som said he was hopeful that sound 
legislation can be enacted in this field 
at an early date. © 

The industry should make a con- 
tinuing effort to better adapt its pol- 
icies to the specific problems of health, 
he asserted. Medical needs and family 
circumstances are so varied that a 
wide range of approaches is needed in 
providing better protection. 


Mr. Folsom advised against clinging 
to established health insurance con- 
cepts simply because they are estab- 
lished. He cited as an example pol- 
icies which provide benefits only if 
the patient is hospitalized, saying this 
tends to increase unnecessarily the use 
of hospital facilities, thus causing 
needlessly high premiums. It is better 
to provide improved coverage of out- 
patient services, including diagnostic 
services, which would cut down hos- 
pital admissions and help promote 
early diagnosis and better medical 
care. 

There is a trend in modern medical 
care which will have a profound effect 
on the future of health insurance, he 
went on. It is more than being able 
to stay out of bed and doing one’s 
daily work. It is having the physical, 

(CONTINUED ON PAGE 29) 


J. Henry Smith, 
(right) newly 
elected president of 
Health Insurance 
Assn. of America, 
is shown checking 
the program of 
HIAA’s 3-day an- 
nual meeting at 
Washington with 
Robert R. Neal, 
(center) general 
manager of the as- 
sociation, and E. J. 
Faulkner, who 
completed his term 
as the association’s 
first president. Mr. 
Smith, unanimous- 





ly elected, is vice-president and executive assistant of Equitable Society. Mr. 
Faulkner is president of Woodmen Accident & Life. 











Purtell Advises A&S 
Industry Be Alert to 
Government Intrusion 


The industry cannot be complacent 
because the pressures for a federal 
program to put the government in the 
insurance business have decreased 
temporarily, Sen. William A. Purtell, 
Republican of Connecticut, told the 
Wednesday morning session of Health 
Insurance Assn. of America’s 3-day 
annual meeting at Washington. 

Sen. Purtell, ranking minority mem- 
ber of the U. S. Senate public welfare 
committee, spoke at a symposium on 
financing health care costs. His topic 
was “Government’s Role in Health 
Care.” 

While the majority of people seem 
to think that voluntary effort in the 
health insurance field will succeed, 
there still is plenty of room for im- 
provement in the extent and compre- 
hensiveness of coverage, Sen. Purtell 
explained. 

Insurers have reasserted their lead- 
ership in this field, which has been 
theirs quite properly at all times. 
However negative the original motives 
may have been—that is, getting into 
this field to keep the government out 
rather than anticipating and meeting 
a need—the impetus is now a positive 
one. they are recognizing and meeting 
a need and pioneering in promoting 
the public welfare as they have in the 
past. 

One basic axiom in this situation is 
that the people get what they want. If 
they do not get it from private ini- 
tiative, they will seek and obtain it 
from political initiative at the state or 
federal level. Another axiom is that 
private initiative has the responsibility 
to seek out, study and attempt to meet 
public needs before political initiative 
does. 

But with all the progress that has 
been made in the A&S field, Sen. 
Purtell said, there still are important 
gaps in coverage which are not being 
plugged very quickly. For example, 


‘too much of the medical care bill is 


not being met by insurance. 

A reasonable goal for all insurers 
writing hospitalization is payment of 
a 75% minimum of hospital bills with- 
in the limits of coverage, he continued. 
The total length of hospitalization 

(CONTINUED ON PAGE 28) 


Neal Cites Year of 
Growth for HIAA in 
First Annual Report 


Health Insurance Assn. of America 
has moved through a formative period 
Washington. 

“No claim is 
made to spectacu- 
lar  accomplish- 
ment, but a cer- 
tain amount of 
in the past 12 
months, its first 
year of life, de- 
clared Robert R. 
Neal, general 
manager of 
HIAA, at the as- 
sociation’s first 
annual meeting in 
satisfaction is gained from some signi- 
ficant facts,” Mr. Neal said in his report 
to the association Tuesday morning. 
He listed some of the accomplish- 
ments. 

First, more than 250 companies of 
all sizes, types and interests willingly 
reconciled differing views for the good 
of health insurance and the insuring 
public in organizing the association. 
They have formed a purposeful or- 
ganization. 

Second, no interruption of major im- 
portance occurred in the assumption 
of responsibility from the predecessor 
organizations. Service to members was 
continued without loss of continuity 
and effectiveness. 

Third, for the first time, a depart- 
ment and staff have been established 
especially designed to conduct re- 
search as a service to the membership, 
the industry, the public, the govern- 
ment and others legitimately inter- 
ested. 

Health Insurance Institute has been 
established in what is probably the 
most significant step taken in con- 
nection with HIAA’s_ organization. 
There has been a need for a long 
time for a mechanism to bring an un- 
derstanding of the business to the pub- 
lic. A modest beginning has been 
made. It came not a moment too soon, 
and its acceptance within and without 
the industry has been gratifying. 

“It is here, in my judgment, that 
our greatest advance can be made and 
the solution found to many of our 

(CONTINUED ON PAGE 24) 
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Adopt New Code of 
Ethical Standards; 
Smith Is President 


Over 400 Attend 3-Day 
Convention; Membership 
Rises to 259 Companies 


By JOHN B. LAWRENCE JR. 


WASHINGTON—If just one word 
were used to sum up the results of 
Health Insurance Assn. of America’s 
first annual meeting here, it would be 
“progress.” 

A highlight of the meeting was the 
unanimous adoption of a new code of 
ethical standards, compliance with 
which is a strict condition for HIAA 
membership. (Text of the code ap- 
pears elsewhere in this issue.) 

The progress which HIAA has made 
in its first year of operation won 
praise from several speakers as they 
discussed the role it will play in the 
rapidly expanding A&S industry. 

More than 400 registered for the 
meeting, held Monday through Wed- 
nesday, at Sheraton-Park hotel. This 
was about 50 more than attended the 
organization meeting at Cincinnati a 
year ago, when the new association 
began life with more members than its 
predecessor organizations, Bureau of 





OFFICERS ELECTED 


President—J. Henry Smith, vice- 
president and executive assistant of 
Equitable Society. 

Vice-president—Travis T. Wallace, 
president of Great American Reserve 
of Dallas. 

Secretary—William R. Shands, vice- 
president and general counsel of Life 
of Virginia. 

Chairman of public relations com- 
mittee—H. Clay Johnson, executive 
vice-president of Royal-Globe group. 

Directors for three years—Reinhard 
A. Hohaus, vice-president and chief 
actuary of Metropolitan Life; Neville 
Pilling, U. S. manager of Zurich; Her- 
bert P. Stillwagen, executive vice-pres- 
ident of Indemnity of North America; 
D. ¥E. Kilgour, general manager of 
Great-West Life, and H. Louis Rietz, 
executive vice-president of Great 
Southern Life of Houston. Director for 
l-year unexpired term—Edwin W. 
Craig, chairman of National Life & Ac- 
cident. 





A&H Underwriters and H&A Under- 
writers Conference, had together. 

Robert R. Neal, the general man- 
ager, noted in his report that HIAA 
has grown from 253 to 259 member 
companies in its first year. The six 
new members are Security of New 
Haven and its affiliate, Security- 
Connecticut Life; Phoenix of Hartford; 
Connecticut Fire; Equitable F.&M. and 
St. Paul-Mercury. 

J. Henry Smith, vice-president and 
executive assistant of Equitable So- 
ciety, was elected president to succeed 
E. J. Faulkner, president of Woodman 
Accident & Life. 

H. Lewis Rietz, executive vice- 

(CONTINUED ON PAGE 29) 
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DOWELL DECLARES: 





Private Insurance Accepts Challenge 
of Potential Government Competition 


“All welfare schemes have a tend- 
ency to outgrow their boundaries. As 
long as so many 
of our people be- 
lieve that the gov- 
ernment can pro- 
vide them with 
health insurance 
by merely raising 
other people’s tax- 
es, the health in- 
surance business is 
faced with the 
perennial threat of 
unsound and un- 
fair competition.” 

That was the 
opinion voiced by Dudley Dowell, ex- 
ecutive vice-president of New York 
Life, at the Tuesday morning session 
of Health Insurance Assn. of Amer- 
ica’s 3-day annual meeting at Wash- 





Dudley Dowell 


ington. The subject of his address was 
“Responsibilities and Objectives in 
Marketing Health Insurance.” 
Fortunately, Mr. Dowell added, the 
majority of Congress has not adopted 
this point of view. In recent years, the 
administration has been inclined to 
encourage private enterprise to do the 
job. However, the threat of potential 
government competition always hovers 
in the background. In effect, the in- 
surance business is challenged to do 
the job, and do it rapidly or else... . 


“We do not propose to dodge this 
issue,” he said. ‘“‘We welcome and ac- 
cept the challenge. We feel confident 
we can meet it, provided there is no 
misunderstanding about the scope of 
the job we are expected to do. Let’s 
be very clear about what we should 
be expected to and what we should not 


be expected to do. If our objectives 
are too limited, we invite government 
competition. But if we exaggerate our 
own potential—if we try to keep the 
government from performing those 
health and welfare functions that ac- 
tually lie beyond our practical capa- 
bilities—we ultimately may defeat our 
own purpose.” 

Insurers have been particularly en- 
couraged by recent progress in pro- 
viding hospital confinement and sur- 
gery benefits for those over age 65. 
Not a great deal can be done for those 
now in this age bracket who have re- 
tired from active employment without 
adequate medical care insurance. How- 
ever, through group plans in which 
the employer helps finance insurance 
for retired employes and through the 
individual policies now being made 
available with more liberal benefits 
and fewer age limtations, eventually 
it should be possible to extend ade- 
quate insurance to the vast majority of 
older people. 

Insurers’ objectives in the field of 
disability income protection seem com- 
paratively clear, Mr. Dowell said. 
Group insurance, supplementing sick 








Federal’s Forward Move 


Federal Life Insurance Company moved into its 
spacious and functional new Home Office April 1. But 


Federal Life always has been “on the move”. 


The new Home Office dramatically depicts Federal’s 
continued and steady growth for the past 56 years. It is 


just one phase of Federal’s “Strength through 


Progress”. 


Federal Life—dedicated to service to mankind 
—offers sound Life and A&H insurance coverage designed 
for the mid-twentieth century and features the personal 


services of a well-trained, well-supervised field force. 


Federal Life Insurance Company 
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leave plans, ultimately should cover 
the employes of practically all large 
enterprises. Insurance companies 
should promote vigorously the sale of 
individual policies to cover the re. 
mainder of the labor force, including 
the self-employed, and to supplement 
group enefits among higher salarieg 
employes. 

But the really hard question is: 
Where does responsibility lie for insur. 
ing against income lost during a long 
term disability? The life insurance in- 
dustry has some unsatisfactory expe- 
rience in this field during the last 
depression. Under stable conditions, 
the business is less difficult to admin- 
ister. Perhaps some companies should 
give it another try. But the important 
thing is not to delay in formulating a 
clear objective. 

o e o 

The federal government entered the 
disability field by the social security 
amendments last year to the extent 
of compensating people for income lost 
after age 50, Mr. Dowell went on. 
Many employers provide disability in- 
come protection, insured or otherwise, 
Most of these plans now may need 
revision in order to become integrated 
with the new federal program. Perhaps 
insurers should consider issuing cer- 
tain types of individual insurance pol- 
icies with payments terminating or 
reducing at age 50. This is one area 
where overlapping of benefits can pre- 
sent problems from the underwriting 
and administrative viewpoints when 
malingering cccurs. At best, it is not 
easy to dovetail private coverages with 
government benefits. Unless the latter 
becomes stabilized, the problem is es- 
pecially difficult. Therefore, clarifica- 
tion of responsibilities and objectives 
is particularly urgent in the field of 
long term disability. 

Government, however, does have 
many functions which are well recog- 
nized, he pointed out. These include 
responsibilities toward the veteran and 
the indigent, although the ways and 
means of implementing them may be 
debatable. Government has an import- 
ant role to play in connection with 
mental illness and _ perhaps other 
chronic diseases, with emphasis on re- 
habilitation. Government expenditures 
for preventive medicine and many 
kinds of research are indispensable. 
These functions are non-competitive 
and vital to a well-rounded health 
program in which private enterprise 
can make its maximum contribution. 

It would be strange indeed if the 
federal government undertook to sub- 
sidize the insurance business, as re- 
cently proposed, with a view to en- 
couraging experimentation in broaden- 
ing coverages, while the states are 
doing exactly the opposite. 

e * e 

“Most of us, of course, do not want 
a subsidy,” Mr. Dowell asserted. “Most 
of us want only a free and fair oppor- 
tunity to show what we can accom- 
plish, unhampered by arbitrary re- 
strictions and unburdened by discrim- 
inatory taxes. The premium taxes paid 
to the states are a serious impediment 
to the progress of our business. And, 
to anyone who recognizes the vital 
contribution of health insurance to the 
national welfare, these taxes must be 
condemned as utterly anti-social.” 

“A government subsidy, if you want 
to call it that, should first and fore- 
most take the form of relief from these 
anti-social premium taxes. I am aware 
that the states have their fiscal prob- 
lems. Perhaps a worthwhile beginning 
could be made by lifting the taxes on 
those forms of insurance that the state 
legislators find especially worthy of 
encouragement. In my opinion there 

(CONTINUED ON PAGE 28) 
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Navarre Urges Insurance Industry to 
Unite in Vitalizing State Regulation 


Health Insurance Assn. of America 
and all other segments of the insurance 
industry must 
marshal their 
forces to make 
sure that state 
regulation of the 
business will be 
vital and effective 
in protecting the 
public interest. 

Joseph A. Na- 
varre, Michigan’s 
commissioner of 
insurance, gave 
this advice in an 
address Tuesday 
afternoon at 
HIAA’s 3-day an- 
nual meeting at Washington. His topic 
was “Vitalizing the Principle of State 
Regulation of Insurance.” 

The state regulatory agencies and 
the industry must revitalize the prin- 
ciples upon which their continued 
prosperity and the salvation of democ- 
racy rest, Mr. Navarre asserted. The 
challenge of federal control should 
serve as a constant reminder that the 
combined forces of free enterprise and 
free government, energetically and 
intelligently directed to the perfection 
of democratic institutions, is our salva- 
tion and hope. 

Regulation of the insurance business 
traditionally had been a state peroga- 
tive until the Southeastern Underwrit- 
ers case placed the question of dal 
regulation before Congress. The Mc- 
Carran act of 1945 declared that con- 
tinued state regulation was in the pub- 
lic interest. 








J. A. Navarre 


e o 6 

“If the principle of state regulation 
is to be preserved, it is not enough that 
we recognize and enunciate the prin- 
ciple by way of endorsement,” Mr. 
Navarre said. “It is imperative that 
the business of insurance, and every 
agency and instrumentality thereof, 
accept the responsibility it imposes. 
‘Continitied regulation’ means the trans- 
lation, the implementation of the prin- 
ciple of ‘regulation’ in such fashion as 
to benefit every citizen affected 'there- 
by. If the ‘public interest’ is to ‘con- 
tinue’ to be served, we must never 
forget that justice and equity in a 
democracy can be attained only to the 
extent that the principles of law are 
made vital to the needs of society.” 

The recent activities of Federal 
Trade Commission and other federal 
government agencies hold the future 
and fate of state regulation within 
their compass. The McCarran act has 
raised the sword of Damocles, in the 
form of a constant threat of federal 


regulation, over the head of the prin- | 


ciple of state regulation. Since then, 
there is one question which cannot be 
evaded: Is the continued state regula- 
tion and taxation of insurance in the 
public interest? The states and the 
industry must provide the answer. 
e e e 

There can be no question that it is 
the obligation .of Congress, within the 
Scope of its authority, to protect the 
public interest, he said. If state regu- 
lation does not ‘continue’ to serve the 
public interest effectively, Congress 
will have no alternative but to provide 
other means of doing so. The effec- 
tiveness of state regulation is under 
direct and collateral attack by several 
agencies of Congress and the federal 
government. If the system which Con- 
gress has declared in the public in- 
terest is to prove itself worthy, it must 
Serve the purpose for which it is in- 


tended. It must gear itself to meet 
every challenge of its efficacy as an 
instrumentality of proper regulation. 

It is inconceivable that Congress, in 
its determination that continued state 
regulation of insurance was in the pub- 
lic interest, failed to recognize that 
the heart of the system of state regu- 
lation is the underlying philosophy of 


is difficult to believe that Congress 
was not mindful of the impact of the 
doctrine of voluntary free enterprise 
upon the insurance industry and the 
protection offered it by regulation at 
the state level, Mr. Navarre stated. 
The insurance business today affects 
the social and economical patterns of 
the lives of most Americans. Its in- 
fluence on commerce and trade is pro- 
found and vital. So it is not surprising 
that investigations affecting the dy- 
namic mechanism of our society would 
somewhere along the line cut an ar- 


life-blood of insurance. That Congress 
is showing an interest in insurance 
regulation should not be unexpected. 
Since the Southeastern Underwriters 
decision it is inevitable. 

State regulation is being put to the 
test. The restless social and economic 
progress of a dynamic nation puts bas- 
ic principles to the test constantly. It 
should surprise no one that state reg- 
ulations of insurance shares the fate 
destined for it by its very nature, he 
said. 


American democracy with its consti- 
tutional liberties and guarantees. It 


tery carrying the social and economic 


The vitalization of the principle of 
(CONTINUED ON PAGE 28) 
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Here’s your opportunity to get in on the 
big money in the accident and health 
field. The wide acceptability of Com- 
bined’s Package programs, all tailor made 
to the insured’s need, is automatically 
projecting agents into the high income 
brackets. 


Agents who qualify to specialize in the 
sale of these plans, can earn, with Com- 
bined’s minimum production standards, 
over $7,100.00 the first year. From then 
on, the plans provide rapidly accelerat- 
ing earnings from new sales and renewals 
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“Imagine! Over *125,000.00 for YOU 
in each of these Combined Package Plans” 


that can build into a retirement income 
of well over $10,000.00 annually! 


With a Combined package plan, you get 
specialized training and a complete port- 
folio of merchandising materials to 
assure your success. 


So why continue to pass up the big 
money? Find out how you can skyrocket 
yourself to higher earnings and security 
in the accident and health field with 
Combined. Mail the coupon below, for 
full details about these and other plans 
of comparable potential. 
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Combined Insurance Co. of America, Dept. 87 
5316 Sheridan Road, Chicago 40, Illinois 


Gentlemen: I am interested in the details 
about Combined profitable Package Plans. 
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First Year of HIAA Proves A&S Industry 
Leaders Can Work Well Together: Faulkner 


Health Insurance Assn. of America’s 
first year of existence has erased any 
doubts that the 
responsible leaders 
of the A&S busi- 
ness can work co- 
operatively and 
productively to- 
gether, E. J. Faulk- 
ner, president of 
Woodmen Acci- 
dent & Life, de- 
clared in his pres- 
idential address at 
the Tuesday morn- 
ing session of 
HIAA’s 3-day an- 
nual meeting at 





E. J. Faulkner 


Washington. 

The association in the short span of 
one year has become an effective en- 
tity. 1t is not possible to derive from 
the history of a single year’s operation 
a sure evaluation its worth, but a 
good start has been made toward gain- 
ing its goals, Mr. Faulkner said. 


The success of the association in 
mobilizing and harmonizing the atti- 
tudes of the several segments of the 
business on the problems that confront 
them reflects the good will, hard work, 
incisive thought and determination to 
cooperate in a common cause of the 
465 company officers who have served 
on the board and 53 committees and 
subcommittees this year. It has been 
indicative of the company support of 
the association by its 265 members 
that so many able executives have 
been encouraged to participate in these 
activities, he said. 

When the association was organized, 
a condition of charter membership was 
a pledge to adhere to the code of prac- 
tices of Bureau of Accident & Health 
Underwriters and the ethical stand- 
ards for advertising of Health & Acci- 
dent Underwriters Conference. During 
the past year, the membership and 
ethical standards committee has pre- 
pared HIAA’s own code. It is a state- 
ment of broad principles that should 
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govern the conduct of every insurer. 
With the endorsement of the board, it 
was submitted to members for adop- 
tion. The acceptance of this code, note- 
worthy as that may be, is less signifi- 
cant than adherence to its tenets. The 
code itself symbolizes the maturity of 
voluntary health insurance. Undeviat- 
ing application of its standards as 
guideposts in growth and development 
will constitute an evidence of worthi- 
ness to perform a service of great so- 
cial importance, he said. 

Many regard as the _ association’s 
greatest accomplishment this year the 
implementation of a mechanism for 
telling an affirmative public relations 
story about voluntary health insur- 
ance. Health Insurance Institute has 
an initial program of information and 
public education already well ad- 
vanced, thanks in large part to the 
excellent cooperation of Institute of 
Life Insurance. Its plans for the future 
call for expanding the media and in- 
tensifying the effort for explaining the 
business to the general public and the 
special publics that have a particular 
interest in voluntary health insurance. 
Nothing will contribute more to assur- 
ing the business of its bright future 
than unstinted support of Health In- 
surance Institute. Legislators at state 
and national levels are acutely sensi- 
tive to the opinion of their constituents. 
The most cogent arguments presented 
by the best informed industry spokes- 
men avail little if opposed to the “voice 
from back home.” Despite the giant 
strides made by voluntary health in- 
surance, the insistent demands of well 
organized and highly vocal minority 
pressure groups for extension of gov- 
ernment insurance schemes and the 
socialization of the practice of medi- 
cine cannot be viewed with compla- 
cence. 


While there are good reasons for 
believing that a substantial majority 
of the people want no part of compul- 
sory collectivism in the provision and 
financing of health care, they must be 
given the facts to bolster their inher- 
ent suspicion of these devices. A sim- 
ple statement of the not so simple task 
of Health Insurance Institute is to help 
people at the grass-roots to a real 
understanding of the excellence and 
advantages of private voluntary health 
insurance. As such an understanding 
ls propogated, the public will check 
the metastasis of ill-advised social ben- 
efit schemes. 

The A&S business in but a quarter- 
century has created more real security 
for more people against an omnipres- 
ent hazard ever before recorded in the 
annals of private enterprise. Despite 
this amazing record, there are gaps in 
the coverage provided by voluntary 
insurance. Until the recent past, in- 
surers have been so occupied with pro- 
tecting the vast mass of people that 
they have not been able to devote 
themselves intensively to the needs of 
those special segments of the popula- 
tion presenting unusual problems of 
coverage. 

Now, strengthened by wide experi- 
ence, they are beginning to make sub- 
stantial inroads on the number of peo- 
ple who are uninsured because of age, 
impairment or inaccessibility, Mr. 
Faulkner pointed out. Concurrently, 
insurers are successively improving 
the adequacy of benefits provided. The 
multiplicity of opportunity for im- 
provement in coverage and method is 
a continuing challenge to all. To de- 
lineate these opportunities, to explore 
them, to foster research and dissemi- 
nate information useful to the insur- 
ers and the public is a prime purpose 
of the association. A monumental blue- 


—=—_—_= 


print of research in voluntary health 
insurance has already been completeq 
by the association. It will have a pro. 
found long-range effect by giving in. 
telligent, coordinated direction to the 
expansion and improvement of protec. 
tion. Most of the pressing research 
projects proposed in the blueprint are 
already a matter of business for ap. 
propriate association committees ang 
staff. No experiment carries with it 3 
guarantee of constructive result, but 
the answers to problems can only be 
found through study and trial. By 
stimulating a research attitude, by 
gathering and disseminating informa. 
tion, by conducting pilot studies, the 
association is not only making a con. 
tribution of its own, but is encouraging 
this type of needed activity among its 
member companies. 


HIAA’ welcomes objective  scru- 
tiny by duly constituted government 
authority and is grateful for the en. 
lightened assistance frequently given 
by public officials in the process of 
strengthening voluntary insurance. The 
association has given insurers intellj- 
gent and competent representation 
with the state insurance departments 
and legislatures and with the many 
agencies of the federal government. 
The common weal is best served when 
regulatory authority and the business 
can work in harmony and mutual re- 
spect. In the rare instances when, 
through misunderstanding or preju- 
dice, such cooperation is impossible, 
the clear duty of the association is to 
be vigorous in safeguarding the inter- 
ests of policyholders against any regu- 
lation or legislation that would abridge 
the integrity or capacity of the insur- 
ers. In several states, HIAA has op- 
posed measures that would _ inhibit 
competition or, by burdensome con- 
tract regulation, fetter free experi- 
mentation looking to the evelution of 
better coverage. 

The association has advised National 
Assn. of Insurance Commissioners on 
such important matters as the appro- 
priate reserve requirements for the 
newer forms of health insurance and 
satisfactory standards for judging the 
insuring of benefits of trusteed union- 
management welfare funds. At state 
and national levels it has resisted tax- 
es that would increase the already too- 
heavy burden imposed on policyhold- 
ers by such taxes. In the current 
judicial determination of the right of 
an agency of the federal government 
to superimpose its mandates on the 
regulation of insurance by the several 
states the association threw its weight 
behind the cause of state regulation 
by filing amicus curiae briefs in the 
actions before the federal circuit court 
of appeal. 

Mr. Faulkner paid tribute to com- 
pany executives who have taken part 
in HIAA work, to the general manager, 
Robert R. Neal, and to his staff for 
their efforts in the past year. 





Neal Cites Year of 
Growth for HIAA 


(CONTINUED FROM PAGE 21) 
problems with government,” Mr. Neal 
went on. 

“Government is a system of pres- 
sures, and public understanding helps 
remove the pressure for unnecessary 
and unwise legislation. This is the 
fundamental approach.” 

A trade association can serve by 
providing the government with factual 
information which can be relied upon, 
but rarely can an association do the 
job alone. The position of a legislator 
is established on the basis of the pre- 
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Describe Goals of 
Institute’s Public 
Relations Program 


A public relations forum explaining 
the work of Health Insurance Insti- 
tute was presented Monday afternoon 
at the 3-day annual meeting of Health 
Insurance Assn. of America at Wash- 
ington. 

Frank S. Vanderbrouk, president of 
Monarch Life and chairman of HIAA’s 
public relations committee, presided. 
He explained that his committee over- 
sees the public relations program and 
sets policy, with the institute acting 
as the public relations arm of HIAA. 
The committee has been amazed at 
the progress made by the institute 
since it was set up last July. James R. 
Williams, vice-president of the insti- 
tute, and his staff have done an out- 
standing job, he said. 

Mr. Williams said the institute acts 
as the link between the A&S business 
and the public. Its objectives are to 
tell the public about the health insur- 
ance business and inform the business 
about public attitudes toward it. 

A filmstrip, “People Are Our Busi- 
ness,” was presented. It was produced 
to tell home office executives how the 
institute operates and what it does. 

Mr. Williams asked the companies 
to provide facts and figures when re- 
quested by the institute for public dis- 
semination. The institute is publish- 
ing a booklet on A&S for distribution 
to women’s groups. Advertisements di- 
rected toward people at the opinion- 
forming level were: placed in several 
magazines this year to explain the in- 
stitute’s role as a central source of 
health insurance information and to 

(CONTINUED ON PAGE 30) 





vailing opinion of is constituents.” 

If the senators, congressmen and 
state representatives are to do a good 
job, they and the public they repre- 
sent must understand insurance peo- 
ple and their business. 

Mr. Neal, discussing federal legisla- 
tion at some length, expressed the 
opinion that no legislation of major 
importance will become law at this 
session of congress. 

The association also has been watch- 
ing state legislation, particularly in 
New York, and the welfare fund field, 
he said. Important questions of policy 
are yet to be finally resolved in the 
latter area. 

In lauding the association’s legal 
department for its accomplishments 
during the year, Mr. Neal noted that 
the ultimate decision of the supreme 
court in interpreting the McCarran act 
will affect the insurance business for 
years to come. Of the 41 complaints 
issued by Federal Trade Commission 
against insurers’ A&S advertising, six 
have been settled by consent orders 
and six have received final orders 
from FTC. Four of the latter have 
been appealed to the courts; and two 
of these have been argued, with a 
decision issued in one. Any excuse 
that FTC might have had to assert its 
jurisdiction on the ground that the 
States are not performing their over- 
all regulatory functions in this area 
is being dissipated rapidly. 

Committees on credit insurance and 
methods & procedures were estab- 
lished this year. The latter group will 
Iaugurate a forum. Forums conducted 
by the group and individual commit- 
tees were well received this past year 
and will be continued in the future. 


H. C. Johnson Sees No Present Threat of 
Government Nationalization of Insurance 


That there is no threat now of a 
government move to nationalize in- 
surance or any 
other major indus- 
try was the belief 
expressed by H. 
Clay Johnson, ex- 
ecutive vice-pres- 
ident of Royal- 
Globe group, in an 
address at the 3- 
day annual meet- 
ing of Health In- 
surance Assn. of 
America at Wash- 
ington. 

Neverthe- 
less, there appear to be very serious 
and continuing threats of sporadic 
government incursions into the in- 
surance field, asserted Mr. Johnson, 
who spoke on “Big Government and 
Private Insurance” at the Tuesday aft- 
ernoon session. It would be rash to 
assume that this reflects any dissatis- 
faction with the capitalistic system, he 
said. 

The reason behind demands for gov- 
ernment insurance lies in the fact that 
“security” has come to be a dominant 
goal of the American system, he 
stated. Possibly present-day capital- 
ism has proved so successful in satis- 
fying human needs that even its 
smallest imperfections seem glaring. 
Thus, many well-intentioned persons 
sometimes are impelled to recommend 
government action to fill the security 
gaps. 

These recommendations spring in 
large part not from persons who are 
enemies of the capitalistic system or 
who are socialistically minded, but 
rather from those who, while believing 
themselves to be staunch supporters 
of our political and economic democ- 
racy, find it popular to propose a gov- 
ernmental remedy for all human ills, 
he declared. People everywhere have 
a yearning for security, and there are 
many of all political faiths who de- 
mand government action where indus- 
try is unable to fill the bill. 

Government action often takes the 
form of “insurance.” This may be due 
to the fact that insurance was prob- 
ably the first form of social security 
and has continued to follow the 
changes in basic human needs and 
provide for them. Also, insurance may 
have been so oversold as a panacea for 
human ills that people have become 
so conscious of its benefits that they 
tend to want more and more. 


The word “subsidy” generally is ab- 
horred, and legislatures wish to give 
it a more innocuous name. The word 
“insurance” seems to connote some- 
thing good rather than bad and seems 
to suggest that the program will be 
self-sustaining and will cost the tax- 
payers little or nothing. Here lies the 
greatest danger to the insurance busi- 
ness: That subsidy programs will be 
enacted in the guise of insurance and 
that they will have a corrupting effect 
on the entire insurance concept and 
allow future governments to intrude 
themselves more and more into the 
insurance business. 

It is not merely the bigness of U. S. 
government which constitutes the 
threat to insurance. It is more the fact 
that the social objectives of big gov- 
ernment have a tendency to become 
identified with the similar objectives 
of insurance, Mr. Johnson pointed out. 
Big government has come to mean 
doing for people that which they can- 





H. C. Johnson 


not do for themselves—which also 
is the traditional role of insurance. 
The problem is to make the two 
compatible. 

The private insurers have created 
Syndicates to provide a_ reasonable 
amount of insurance on nuclear energy 
power projects, and the interest in 
government legislation centers around 
an indemnity above the capacity of 
private insurance. While the insurance 
business has assumed a posture of 
non-opposition to the government pro- 
gram, it is not really happy to see 
government enter any field of insur- 
ance lest that be used as a wedge to- 
ward greater government intrusion 
into the private domain. The anomaly 
is that the authors of this legislation 
are striving earnestly to preserve the 
power industry against government 
intrustion but, while doing so, they 
may cast the insurance business into 
jeopardy. 

The government’s flood insurance 
program as an experiment probably 
is unobjectionable as long as it does 
not cost the taxpayers too much, he 
said. However, it may be somewhat 
debatable whether one group of citi- 
zens should be asked to subsidize an- 
other group in a matter which is of 
dubious national benefit, he remarked. 

The federal flood insurance act con- 
tains a provision for government rein- 
surance of private companies. Just as 
it is difficult from a political stand- 
point for the insurance business to 
complain about a government program 
which it is asked to help administer, 
so also is it difficult for the business 
to complain about a government rein- 
surance program. The insidious thing 
is that, in either case, the private in- 
surers are apt to become vassals of the 
state with their independence placed 
in jeopardy. 

e e eo 

An amendment to the social security 
law provides total and permanent dis- 
ability coverage for the great bulk of 
the population under a compulsory 
system of payroll taxation. In view of 
the long term nature of the coverage 
and the government’s interest in pre- 
serving the mobility of labor, there 
probably is considerable justification 
for government action as far as basic 
pensions and total and permanent dis- 
ability benefits are concerned. But it 
should be made certain that this is not 
the opening wedge for a broad-scale 
program of extended disability cover- 
age under the same social security 
banner. There would not be the same 
justification for the government’s en- 
try into the field of temporary disabil- 
ity or cash sickness coverage. 

Mr. Johnson said it is wrong for the 
government to go into the insurance 
business for these reasons: 

“First, as I have attempted to point 
out previously, it is contrary to the 
system of free enterprise which has 
made this country great. Second, it is 
unfair to the taxpayers who are forced 
to become the underwriters of the 
government insurance and to assume 
the losses which are certain to result 
from ventures actuarially unsound. 
Third, government insurance is inef- 
ficient in that there is no effective 
competition to keep costs down and to 
create new and better coverages. 
Fourth, it prevents marshalling of in- 
surance funds and removes them from 
the field of investment in other pri- 
vate industry. Fifth, it adds to the hid- 

(CONTINUED ON PAGE 31) 


Health Care of Aged 
Is Major Problem For 
A&S Industry: Eddy 


The insurance industry must face 
the problem of medical care for the 
aged, but it is up to the community 
and the nation to solve the equally 
important problem of care for the in- 
digent, C. Manton Eddy, vice-president 
and secretary of Connecticut General 
Life, said at Health Insurance Assn, 
of America’s annual meeting in Wash- 
ington. 

Care of the indigent should not be 
complicated by any mistaken attempts 
to pretend it is an insurance problem, 
Mr. Eddy said in a Wednesday morn- 
ing symposium on financing health 
costs. His topic was “Keeping insurance 
effective in financing health care.” 

While ruling out health care of the 
indigent as a problem to be solved by 
insurance, he did not rule it out as a 
most important problem to be solved 
better than it is being handled today. 
There must be more cooperation at all 
levels of government, with final re- 
sponsibilities centered at the local lev- 
el, if the indigent problem is to be 
solved. 


The problem of the aged sometimes 
merges into that of the indigent, as 
many of the aged unfortunately must 
be classified. He stressed that much 
health insurance today is arranged 
through the cooperative efforts of em- 
ployers and employes and said it is 
encouraging to note the gain in the 
number of such programs, which are 
extending benefits in a post-employ- 
ment period to retired employes and 
their families. This appears to be one 
of the most practical means of solving, 
or at least reducing, the problem of 
health insurance for the aged. 

Keeping insurance effective in the 
financing of health care costs is be- 
coming more difficult to do as each 
year goes by, he continued. This prob- 
lem involves the interests of the pub- 
lic, doctors, hospitals and the insur- 
ance industry. The industry’s interests 
are the least important. The public 
interest is foremost, and whatever is 
proposed and done must be screened 
in the light of its effect on the public. 

He urged increased cooperation by 
doctors, hospitals and the industry in 
creating better understanding and mu- 
tual appreciation of each others’ prob- 
lems. 


Expressing growing concern at the 
rising costs of health insurance, he 
said one of the most important factors 
in keeping the coverage effective is to 
keep its costs moderate. No one would 
propose in the public interest that 
costs be kept moderate by skimping 
on the quality of medical care. How- 
ever, it is important that unnecessary 
or faulty use not be made of the mar- 
velous instruments and care that doc- 
tors’ skills and medical science now 
make possible. 

In some quarters, there is continu- 
ing emphasis on having insurance pay 
the entire cost of medical care. It is 
quite understandable that people who 
have paid for insurance would prefer 
to have no further cost when they be- 
come ill. It also is understandable that 
doctors and hospitals prefer the sim- 
plicity of having the patient’s bill fully 
paid by insurance. However, there is 
evidence to support the feeling among 
many insurance people that such prac- 

(CONTINUED FROM PAGE 29) 
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Sees Rating as Major Difference in Health 
Care Financing by Insurers and Blue Shield 


The most important difference be- utive vice-president and general man- 
tween Blue Shield and the insurance ager of Michigan Medical Service, said 
companies in their approach to financ- at the annual meeting of Health In- 
ing the cost of health care lies in the surance Assn. of America at Washing- 
area of rating, Jay C. Ketchum, exec-_ ton. 
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justify our every confidence in the future. 
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INSURANCE COMPANY 
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Mr. Ketchum, a former deputy in- 
surance commissioner of Michigan, 
discussed “Segregation vs. Integration 
in Health Insurance” during a 
Wednesday morning symposium on fi- 
nancing health care costs. This differ- 
ence comes about, he said, because of 
a difference in motives and perhaps 
objectives. ; 

The problem which the doctors, or- 
ganizing their own plans, were at- 
tempting to solve was that of providing 
health care for all the people at a fair 
cost, he said. The only distinction made 
in rating at the outset was between 
individuals who could be dealt with in 
groups and individuals who could not, 
and this only because of the expense 
factor as affected by mass enrollment, 
payroll deduction, etc. This approach 
has often been termed community rat- 
ing and in the main is still the pre- 
vailing method utilized by Blue Shield 
and Blue Cross Plans. 

The objective of the doctors was to 
provide an acceptable alternative to 
proposals for compulsory health insur- 
ance. The motive. was to preserve the 
freedoms of practice, the self-deter- 
minations, which medicine had tradi- 
tionally enjoyed in this country. 

In attempting to measure the poten- 
tial utilization of services, doctors were 
unable to support the idea that there is 
any. great distinctive difference be- 
tween groups of individuals, in their 
need or demand, or desire for services, 


~ within a given community. At the 


same time, they did recognize the con- 
siderable variations between commu- 
nities, These community differences 
had: to do;not.only with costs, but also 
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with such things as the availability of 
facilities, the number of physicians jp 
relation to population, density of popu. 
lations, and the local traditional prae. 
tices, methods and attitudes, both pro. 
fessional and public. Out of these con. 
siderations came the establishment of 
the many local plans, each designed to 
fit local community needs, conditions 
and attitudes, and out of this came 
what is called community rating. 
e * s 
It is logical and understandable that 
insurance uses an approach to health 
insurance that has proven of value in 
other lines. With its profit motive, it 
will underwrite for profit, accepting 
the good risks, rejecting or rating up 
the poor. Even though the practice js 
understandable, it does create a feeling 
of dismay and concern in considering 
the need and desires of the total pop. 
ulation. It is doubtful if the medically 
sponsored plans can continue to pro- 
vide prepayment or assure its avail. 
ability to adequate numbers if the g0- 
called cream is taken out of the total 
average by preference in rating. Ad- 
justing rates for the less desirable 
risks must then result in increases to 
the segregated poorer average remain- 
ing. This ultimately could lead to 
further segregation of classes of risks 
which would produce exorbitant rates 
for some as compared to a total aver- 
age rate, and a pricing out of the 
market. The resultant exclusion of 
considerable numbers of the people 
from insurance or prepayment would 
be not much better than a return to 
the situation prevailing before health 
care protection. Large numbers would 
be unable to pay for medical care and 
the clamor for government to do some- 
thing about it would again be heard. 
e e e 
“While I may deplore the situation 
of experience or merit rating and par- 
ticularly guaranteed retention to 
health prepayment and_ insurance, | 
certainly do not anticipate abandon- 
ment of its use,” Mr. Ketchum said. 
“I do hope that its application will be 
more reasonable than has’ resulted 
many times from nothing much more 
than a competitive spirit. Some people 
talk about the will to win, others men- 
tion prestige in connection with some 
particular account in justification. At 
any rate, if some people are excused 
from making a reasonable, fair con- 
tribution to the over-all, total cost of 
health care, if the young cannot, dur- 
ing their youth, assist the aged, how 
can they expect, when they grow older, 
to be aided? By Government?” 
e e e 
“Restraint in segregation is called 
for and voluntary self-imposed re- 
straint will be much to our advantage.’ 
Another type of integration long past 
due and absolutely necessary for the 
ultimate success of voluntary means 
over compulsory is the lack of effective 
control over a physician’s charges. In 
many instances, insurance has con- 
tributed to the problem of medicine. 
Unrealistically high schedules of al- 
lowances for specific procedures and 
open-end contracts with great unallo- 
cated aggregates can and do result in 
inflation of health care costs which can 
ultimately and accumulatively bring 
about the very thing insurance and 
medicine abhor. It is not realistic to 
expect that the uninformed individual 
physician will refrain from setting his 
charges in relation to the proceeds of 
insurance, plus his patient’s other 
means. Major medical, with its unal- 
located aggregates, particularly with 
coinsurance percentages being reduced, 


offers opportunity for higher charges. 


“I am not greatly concerned about 
flagrant abuses (and we’ve seen some), 
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put am concerned that small gradual 
increases per unit of service will, when 
multiplied by millions of individual 
cases, accumulate a total which will 
inflate costs beyond the point of toler- 
ation by the people,” Mr. Ketchum 
said. “I am certain that already these 
effects are being recognized and felt. 
Here, again, voluntary restraint is 
called for; this time, on the part of the 
providers of the services you insure.” 


Something must be done soon if 
voluntary health insurance is not 
priced or legislated out of the market. 
As medicine has placed its reliance 
upon voluntary insurance, both profit 
and non-profit, as its answer, it has a 
responsibility to see that it works. 
Medicine must be held responsible if 
it permits inflation of costs, merely 
pecause of the existence of insurance. 
Insurance has a responsibility to so 
conduct itself as to be every logical 
reasonable assistance. Insurance had a 
responsibility to see that insurance 
does not directly, or even indirectly 
encourage practices which will result 
in increasing costs, in pricing prepay- 
ment out of the market. If this is to be 
the answer to financing costs of health 
care, it must be done on an integrated, 
cooperative basis. Medicine must be 
informed of the problems and limita- 
tions as well as the abilities and capa- 
bilities of insurance. Insurers must 
understand these same things about 
medicine. 

o e e 

“IT am suggesting that practically 
nothing in relation to the total problem 
has been accomplished to this date in 
liaison between insurance and medi- 
cine in connection with your joint in- 
terests and concerns and I’m saying 
that real and lasting results will not be 
obtained without integrated and coop- 
erative effort,” he said. 


Adopt HIAA Code of 
Ethical Standards 


The code of ethical standards 
adopted unanimously by all member- 
companies represented at Health In- 
surance Assn. of America’s Tuesday 
afternoon executive session requires 
each member to pledge itself to: 

1. Offer only insurance providing 
such loss as the policy is designed to 
cover; 

2. Write its policies in clear and di- 
rect language without un-reasonable 
restrictions and limitations; 

3. Advertise its policies in such 
manner that the public can readily 
understand the protection offered, and 
not use advertising which has the 
tendency or capacity to mislead or de- 
ceive; 

4. Select, train, and supervise per- 
sonnel of integrity in a manner which 
will assure intelligent, honest, cour- 
teous sales and service; 

5. Engage only in sales methods, 
promotional practices and other trans- 
actions which give primary considera- 
tion to the needs, interest, and con- 
tinued satisfaction of the persons in- 
sured; 

6. Endeavor to establish the insur- 
ability of persons at the time of appli- 
cation in every instance where such 
insurability is a factor in the issuance 
or continuance of the insurance or in 
the liability of the insurer; 

7. Pay all just claims fairly, cour- 
teously, and promptly, with a mini- 
mum of requirements; 

8. Continue research and _ experi- 
mentation in order to meet the chang- 
ing needs of the public, and 

9. Engage in keen, fair competition 
so the public may obtain the protec- 
tion it needs at a reasonable price. 
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Urges Effective State Regulation 


(CONTINUED FROM PAGE 23) 





state regulation depends on the states 
and the industry. They must provide 
a system of such quality and character 
as to meet the tests which qualify it 
legally and factually as the proper 
guardian of the public interest. The 
task will require statesmanship, co- 
operation, determination, a submerg- 
ence of temporary advantage and 
selfish interest, plus a constant and 
concerted effort by all concerned in 


striving for perfection of the state reg- 
ulatory system. 

Vitalization of state regulation must 
take into account the basic laws upon 
which the principle is predicated, Mr. 
Navarre went on. Insurance is grow- 
ing, changing and dynamic. Law must 
be developed to govern the conduct 
of the business wherever and when- 
ever needed. There must be coopera- 
tion and self-regulation from the in- 
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dustry. 

Vitalization of state regulation has 
received impetus from the develop- 
ment of federal law which has given 
effect to state law reaching beyond 
state borders. The legal bases through 
which our citizens are governed are 
the essence of our rights. Only so long 
as they reflect our constitutional guar- 
antees will our freedom be preserved 
—to the extent that they translate 
principle into active being are they 
vital to our system of regulation, he 
said. 





Private Insurers Challenge 
Government Competition 


(CONTINUED FROM PAGE 22) 
is no better way of stimulating desir- 
able experimentation and progress in 
directions that will ultimately benefit 
the greatest number of people.” 

Summed up, he said, it would seem 
that the importance of selling as a 
force in bringing the benefits of sound- 
ly conceived A&S to the maximum 
number of people hardly can be over- 
emphasized. 

Selling self-reliance is a challenging 
and difficult task. Although all people 
have an instinct for security, this in- 
stinct unfortunately does not lead most 
people to buy personal insurance on 
their own initiative. The career agent, 
therefore, has become essential in 
every personal insurance marketing 
organization, which depends for its ma- 
jor results on person-to-person selling. 

As long as people need to be per- 
suaded to buy personal insurance, they 
either must be willing to pay the agent 
to persuade them to buy A&S and keep 
it in force, or be willing to pay the 
government to force them to buy it, 
Mr. Dowell declared. 





Advises A&S Industry to Be 


Alert to Govt. Intrusion 


(CONTINUED FROM PAGE 21) 
should be covered for acutely ill per- 
sons. 

Another limitation is the practice of 
cancelling coverage after the policy- 
holder reaches an older age. Some pol- 
icyholders complain their coverage is 
cancelled when illness occurs. These 
cancellations leave former  policy- 
holders very unhappy, and some turn 
to the government for action. Some 
legislation in this area results from 
pressure by constituents. 

One of the surest ways to protect 
and promote voluntary health insur- 
ance, thus avoiding federal regulation, 
is for the industry to eliminate as 
much as possible what may appear to 
be questionable or arbitrary action in 
policy cancellation. 

One of the most vital achievements 
is the industry’s development of major 
medical, he said. But unless the rising 
costs of medical care can be curbed 
voluntary health insurance may be- 
come increasingly expensive and be- 
yond the reach of more and more 
families with lower incomes. Politi- 
cally, this could and should result in 
widespread pressure for federal action. 
Everyone connected with medical care 
should take active steps: to prevent 
further inflation. 

Major medical must become con- 
tinuingly more available to small 
groups and associations. Lower de- 


ductibles should be considered, along 
with coverage for outpatient and di- 
agnostic care and minor surgery per- 
formed in doctors’ offices. 

The insurance business has never 
had a greater opportunity to serve the 
public, Sen. Purtell said. 


Macdonald Discusses 
State Hospitalization 
in Canadian Provinces 


In Canada, one of the most potent 
reasons against the establishment of 
government hospital insurance plans is 
that 7 million people out of a 16.5 mil- 
lion total population are voluntarily 
purchasing insurance today from pri- 
vate agencies for their own protection, 
according to President John K. Mac. 
donald of Confederation Life. 


Mr. Macdonald, who discussed state 
hospitalization in Canada at the Tues- 
day morning session of Health Insur- 
ance Assn. of America’s annual meet- 
ing in Washington, said that 5.7 
million entered such plans between the 
years 1942 and 1955 and the numbers 
are continuing to grow rapidly. This 
number would be larger, but for the 
fact that about 3.2 million are covered 
by the government plans already es- 
tablished in four provinces. 

The life insurance companies told 
the health committee of the Ontario 
legislature in 1956 that, in framing a 
plan to aid in financing health costs, 
it is not in the public interest to es- 
tablish a compulsory government hos- 
pital insurance plan and to ignore the 
demonstrated ability and willingness 
of most people to insure themselves 
voluntarily with private health insur- 
ance agencies. If government action 
is needed, it should supplement, not 
supplant, private insurance. 


In Canada today, federal legislation 
to make ward care hospitalization for 
all available as a government respon- 
sibility is now assured by the cooper- 
ation of the provinces of British Co- 
lumbia, Alberta, Saskatchewan, and 
Newfoundland where somewhat sim- 
ilar plans are in operation, and On- 
tario and Prince Edward Island, which 
are committed to such plans. New 
Brunswick may be next with legisla- 
tion passed in 1956 enabling the gov- 
ernment to participate without further 
action by its legislature. Manitoba has 
not joined the plan. This year it en- 


acted a disaster plan to take care of 
lengthy hospital confinements. Nova 
Scotia has been following develop- 
ments with considerable interest but 
so far has not committed itself. Quebec 
still remains aloof and may continue 
to paddle its own canoe on such things 
as health and education, which it feels 
are still its own responsibility under 
the constitution of its confederation. 
However, if the other nine provinces 
join, Quebec will find it difficult to 
stay out. 

All Canadian political parties have 
been and are in favor of a state hos- 
pitalization plan, in the basic ward 
care area at least, Mr. Macdonald said. 
With a federal government election in 
June, no party is going to commit po- 
litical suicide by opposing the present 
plan. Rather, some of the parties not 
in power will be vying with each 
other in proclaiming that the plan is 
not going far enough and is not broad 
enough. 

The U. S. has been fortunate in that 
the medical profession has seen the 
writing on the wall and has taken up 
the battle to preserve the right of the 
individual to choose his own physician 
and surgeon and place of hospitaliza- 
tion. In Canada, the profession does 
not seem as conscious of the possible 
challenge to the carrying out of its re- 
sponsibilities. Over 25% of the medical 
profession is salaried employes, either 
in hospitals, research projects, gov- 


ernment welfare projects, industrial 
companies, and even in _ insurance 
companies. 
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Adopt New Code of Ethical Standards 


(CONTNIUED FROM PAGE 25) 





president of Great Southern Life of 
Houston, praised Mr. Faulkner for his 
leadership and accomplishments dur- 
ing the year. On behalf of the associ- 
ation, he presented the outgoing pres- 
ident an inscribed gavel. 

Mr. Smith presented a bouquet to 
Mrs. Faulkner for the help and en- 
couragement she gave her husband 
during the year. 

The progress which HIAA has al- 
ready made was stressed in talks by 
Mr. Faulkner and Mr. Neal. They 
looked to even greater accomplish- 
ments in the future. 

The new code of ethical standards 
was adopted without dissent by all 
member companies represented at the 
executive session on Tuesday. It con- 
tains features of the codes adopted 
several years ago by the former bu- 
reau and conference. It covers effec- 
tive policy provisions in clear lan- 
guage, policy advertisement, sales and 
service, further experiments to meet 
the changing health insurance needs 
of the public, and the continued main- 
tenance of adequate A&S at a reason- 
able price. 

“The underwriting and sales of vol- 
untary accident and sickness insur- 
ance is in the public interest,” the 
code’s preamble states. HIAA was 
moved to adopt the code “to encour- 
age maintenance of the highest stand- 
ards of protection and service and to 
sustain public confidence in the busi- 
ness of voluntary accident and health 
insurance.” 


The 3-day meeting got under way 
Monday morning with sessions of the 
standing committees. The committees 
and their chairmen were J. M. Wick- 
man, 2nd vice-president for A&S of 
Mutual of New York, individual in- 
surance; J. E. Hellgren, 3rd_vice- 
president of Lumbermens Mutual Cas- 
ualty, group insurance; H. Ladd Plum- 
ley, president of State Mutual, nom- 
inating; and Frank S. Vanderbrouk, 
president of Monarch Life, public 
relations. 

In the afternoon, a forum was pre- 
sented by staff members of Health In- 
surance Institute. Mr. Vanderbrouk 
presided and Holgar J. Johnson, presi- 
dent of Institute of Life Insurance, 
made some remarks. Panel members 
were James R. Williams,  vice- 
president of Health Insurance In- 
stitute, and staff members Harry 
Meeker, Robert Waldron, Arthur E. 
O’Leary, Jerry Miller and Sam Klein. 

The official program got underway 
Tuesday morning with the address of 
the president by E. J. Faulkner, presi- 
dent of Woodmen Accident & Life. 

Robert R. Neal, general manager of 
HIAA, then gave the general manag- 
er’s report for the past year. 

The first guest speaker was Dudley 
Dowell, executive vice-president of 
New York Life, who spoke on “Respon- 
sibilities and Objectives in Marketing 
Health Insurance.” John K. Macdon- 
ald of Confederation Life, discussed 
“State Hospitalization in Canada.” 

The Tuesday afternoon _ session 








A&S Advances Best by Voluntary Action 


(CONTINUED FROM PAGE 25) 





mental and spiritual capacity to func- 
tion at one’s best in every way. 

“Voluntary health insurance will, I 
am convinced, continue to improve 
and expand, to play a major role in 
meeting the health needs of the peo- 
ple,’ Mr. Folsom asserted. “The fed- 
eral government should remain a help- 
ful partner by supporting research, by 
strengthening public health services, 
and by encouraging private initiative 
and enterprise. 

“More and better research is needed 
into the causes and cures of disease. 
The application of medical knowledge 
must be improved through better med- 
ical care. Health Insurance Assn. of 
America has a real interest in this ap- 
proach.” 

He outlined the need of medical 
schools not only for funds to finance 
expansion but also to meet current 
operating expenses. The schools are 
essential in the training of needed 
medical scientists and physicians. The 
lack of adequate medical school facili- 
ties endangers the future progress of 
American medicine. 

Just as it is important to the indi- 
vidual and the country that medical 
Tesearch be strengthened, so also is it 
Important that voluntary health in- 
surance be improved and expanded. 
One important advantage is a rapidly 
accumulating wealth of background 
and experience. A tremendous job has 
been done in reaching 110 million 
Americans with some type of prepay- 
ment plan for hospital care. 

Despite the rapid progress made by 
the industry, there are still large and 
Important areas for improvement. 
While no one should minimize the 
Problems that must be overcome, the 
next several years will see many ad- 
vances, 

The rise in A&S coverage in recent 


years is all the more remarkable when 
the sharply increased costs of medical 
care are taken into account, Mr. Fol- 
som said. The rapid increase in hos- 
pitalization insurance has helped many 
people meet these costs through pre- 
payment and through spreading the 
risk. 

Perhaps the most venturesome and 
important new development in the 
voluntary health insurance field is the 
rapid evolution of major medical, he 
said. Another new and outstanding 
contribution is comprehensive, a field 
offering many possibilities for ad- 
vancement. 

Also encouraging is the fact that 
half the older population has some 
kind of health insurance. More em- 
ployers are finding they can provide 
protection to retired workers and more 
insurance companies are offering in- 
dividual contracts guaranteed renew- 
able at the older ages. The trend away 
from cancellation clauses and recent 
ventures by some companies in writ- 
ing substandard business are other en- 
couraging signs, he said. 

But it should be recognized that 
coverage still is too limited and many 
policies too restrictive. The competi- 
tion among insurers is generally bene- 
ficial because it gives the public a 
choice of coverages. 

Mr. Folsom said he is somewhat 
troubled by the lack of good data 
the actual performance of insurance 
companies and Blue Cross and Blue 
Shield. More complete and accurate 
information will make the studies of 
health insurance more productive. He 
said he is encouraged by the indus- 
try’s proposal to develop a health in- 
surance research program and the ef- 
forts of Blue Cross and Blue Shield 
to intensify their studies of pre-pay- 
ment plans. 


opened with a talk on “Building a Fa- 
vorable Public Attitude” by Holgar 
Johnson. 

Commissioner Navarre of Michigan 
gave an address on “Vitalizing the 
Principle of State Regulation of Insur- 
ance.” He is vice-president of National 
Assn. of Insurance Commissioners and 
is active on many state government 
committees. 

“Big Government and Private In- 
surance” was discussed by H. Clay 
Johnson, executive vice-president of 
Royal-Globe. 

The president’s reception was held 
Tuesday evening. 

The Wednesday morning session 
was devoted to a symposium on the 
financing of health care costs. C. Man- 
ton Eddy, vice-president and secretary 
of Connecticut General, explained the 
insurance company approach to the 
financing of these costs with a talk on 
“Keeping Insurance Effective in Fi- 
nancing Health are.” Jay C. 
Ketchum, executive vice-president 
and general manager of Michigan 
Medical Service, discussing the service 
plan approach, spoke on “Segregation 
vs. Integration in Health Insurance.” 
He is a former deputy commissioner of 
Michigan. Dr. David B. Allman, At- 
lantic City, N. J., president-elect of 
American Medical Assn., discussed 
“Medicine’s Role in Financing Health 
Care Costs.” Sen. Purtell of Connecti- 
cut, ranking minority member of the 
U. S. Senate public welfare committee, 
spoke on “Government’s Role in 
Health Care.” 

The address at the annual luncheon 
was delivered by Secretary Folsom of 
denartment of Health, Education and 
Wolfare. 

™ the afternoon, C. Canby Balder- 
ston, vice-chairman of the board of 
Federal Reserve System, spoke on 
“Steady Jobs and Stable Dollars.” Gor- 
don Dean, senior vice-president of 
General Dynamics Corp., discussed 
“Nuclear Energy and Health.” Con- 
cluding speaker of the meeting was 
Allan B. Kline, past president of 
American Farm _ Bureau _ Federa- 


tion, whose topic was “Today and 
Tomorrow.” 

Interested guests at the various ses- 
sions included officials of other insur- 
ance trade associations, members of 
insurance departments and _ federal 
government officials. 

The convention ended with installa- 
tion of Mr. Smith, the new president, 
and other officers. 

The 1958 annual meeting will be 
held May 12-14 at the Drake hotel 
in Chicago. 


Health Care of Aged is 
Major A&S Problem 


(CONTINUED FROM PAGE 29) 

tices frequently boost the cost of med- 
ical care without increasing the qual- 
ity of necessary care. Many insurance 
people feel that wise and moderate use 
of deductible and coinsurance provi- 
sions will be most helpful in the con- 
stant battle against the rising health 
care costs. 

Hospital accounting has not been 
an exact science or even always con- 
sistent, Mr. Eddy said. Although much 
has been done to standardize account- 
ing practices, much more can be done. 
This problem has become more acute 
as hospital facilities have expanded 
and as hospital administration has be- 
come more complex. 

The public will be served best when 
charges bear a reasonable relation to 
cost and when all paying patients pay 
charges according to a single schedule. 
It is neither democratic or realistic to 
have a preferred scale of charges for 
special classes of paying patients. It 
is doubtful that one section of the pub- 
lic will continue to subsidize the defi- 
cits of another section of the public 
which is quite able to pay its own way. 
As for the welfare load, it should be 
faced honestly by the community, and 
hospitals should not be forced to be 
unwilling intermediaries in financing 
the load. 
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Public Relations Has Won Top Role in 
Conduct of Business: Holgar Johnson 


Business firms have developed a re- 
lationship with the public that now 
requires manage- 
ment to be con- 
cerned constantly 
with the  philo- 
sophical, social, 
political and eco- 
nomic impacts, as 
well as the legal 
niceties and prof- 


it-making objec- 
tives, said Presi- 
dent Holgar J. 





Johnson of Insti- 
tute of Life Insur- 
ance in a_ talk 
Tuesday afternoon at the annual meet- 
ing of Health Insurance Assn. of Amer- 
ica at Washington. 

Public relations has earned a top role 
in the conduct of business, not only 
among individual firms but also at the 
institutional level, Mr. Johnson pointed 
out. This has been almost entirely the 
product of a single generation and es- 
pecially of the last 15 years. 

It is a common practice today to see 
a business undertaking some new proj- 
ect or revising some old precedure, 
not because of its profit possibilities 
or its business-building contribution, 


Holgar J. Johnson 


widely held public desire fulfilled. 

This is illustrated, in the life insur- 
ance business by the record mortgage 
financing undertaken by the life com- 
panies last year, when those funds 
might have been placed at an advan- 
tage in other channels, he said. It is 
illustrated in the health insurance 
business by the introduction of many 
new policy features, such as post-65 
protection. 

The adherence to voluntary effort 
in the A&S field and the meeting of 
medical costs is of primary interest to 
the public. Voluntary health insurance 
has spread to cover 110 million Amer- 
icans in the span of a few years. 


“This has been one of the phenom- 
enal social-economic developments of 
our time, accomplished _ entirely 
through voluntary efforts. And now 
that the intensive work of spreading 
this protection across the nation has 
been so_ effectively launched, our 
health insurance companies are add- 
ing to their efforts a concerted drive 
to amplify the benefits provided by 
these plans, even into the years that 
follow retirement,” asserted Mr. John- 
son. 

Most businesses today are studying 


but because a public need is met or acontinuously the public attitudes and 
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needs, then determining policy with 
the public interest in mind. 

Even more important is the fact that 
today, unless the public fully approves 
what a business is doing, how it lives 
in the community and what it con- 
tributes to the social-economic struc- 
ture, that business may not be able 
to continue in business. The public has 
a veto power in business as effective 
as in politics, The public will must be 
met, because public opinion is the last 
court of appeal. If something must be 
done in the public interest which is not 
recognized by the public as being in 
its interest, then business must carry 
the facts effectively to the public so 
that approval will be possible.” 

One of the important reasons for 
this development is a public aware- 
ness that America has shifted from a 
country of individual entrepreneurs to 
one dominated by corporations, Mr. 
Johnson said. 

This change has been good, for it 
has brought better, broader services 
and goods to the public at lower costs 
and through voluntary channels. But 
at the same time, this has added to 
the problems and responsibilities of 
business. The corporation has an in- 
creased need for watching that every 
move be in the public interest and the 
bigger the concern is, the greater its 
problem, for while the public no long- 
er fears size and in fact approves it, 
there is an awareness of the potential 
power that can come from size which 
calls for a special measure of public 
relations alertness.” 

Because all businesses in a: given in- 
dustry are affected by public attitudes 
towards any one firm, institutional 
public relations has taken on increased 
significance in recent years, he added. 
The institutional program is primarily 
a guide and pattern, however, as the 
great base of public relations is built 
by the individual firms operating in 
the business. 

One fortunate element dominating 
this business transition is the clearly 
defined preference among Americans 
for retaining the voluntary, private, 
non-governmental process wherever 
possibile, turning to the government 
only when it is inescapably evident 
that business cannot do that particular 
job. 

“The atomic bomb, for instance, was 
at no time a project for private busi- 
ness. But atomic power is and the 
American people want it that way. 
What is more, there is a wide range 
of activities where business and gov- 
ernment are working hand in hand, 
each doing its share of the job and 
jointly contributing to a contuing ad- 
vance in the standard of living of our 
people. Atomic power is a striking il- 
lustration, with the AEC and the pow- 
er companies working in close har- 
mony,” he declared. 


Describes Goals of 


Institute’s PR Program 
(CONTINUED FROM PAGE 25) 

tell what the industry is doing. The 

institute was fortunate in affiliating 

with Institute of Life Insurance at the 

outset, he said. 

Holgar J. Johnson, president of In- 
stitute of Life Insurance, said Health 
Insurance Institute has made astound- 
ing progress in one year but still has 
a tremendous job to do. ILI gave HII 
plenty of help in getting started and 
HIAA’s public relations committee 
gave it a track to run on. A positive 
long range public relations program 
has been undertaken. 

Mr. Johnson said he hoped the in- 
dustry will be receptive next fall to 
an idea for a public information pro- 
gram, using national advertising, that 


Smith Well Suited for a 
HIAA Presidency by 


Personality, Training 

J. Henry Smith is well qualified by 
temperament and training to take 
over the job of 
president of 
Health Insurance 
Assn. of America. 

A handsome 
gray-haired gen- 
tleman of slender 
but athletic build, 
Mr. Smith is as 
ready with a quip 
in a humorous sit- 
uation as he is 
with a_ serious, 
fact-studded reply 
to a ponderous 
and complicated question at an impor- 
tant industry meeting. He has proved 
he can hold his own in any league, 

Appointed vice-president and execu- 
tive assistant on the staff of Chairman 
Ray D. Murphy of Equitable Society 
early this year, Mr. Smith takes 
HIAA’s reins from E. J. Faulkner, 
who has guided the association suc- 
cessfully through its first year of op- 
eration. Mr. Faulkner is president of 
Woodmen Accident & Life. The presi- 
dency changed hands at HIAA’s 3-day 
annual meeting at Washington. 

A graduate of University of Dela- 
ware and a fellow of Society of Actu- 
aries, Mr. Smith joined Equitable’s 
group underwriting division in 1930, 
He was named assistant actuary in 
1945 and associate actuary two years 
later. He was advanced to 2nd vice- 
president and associate actuary in 
charge of group actuarial functions in 
1951, and became vice-president and 
associate actuary in 1953. 

In addition to his duties as vice- 
president and executive assistant, Mr. 
Smith also has general supervision of 
Equitable’s personnel department and 
takes responsibilities in connection 
with the public relations committee. 

He was chairman of Health Insur- 
ance Council in 1949-50; chairman of 
the joint group insurance committee 
of Life Insurance Assn. of America in 
1952-53; a member of the board’ of the 
former Bureau of Accident & Health 
Underwriters for four years, and vice- 
president of HIAA this past year. 

Mr. Smith and his wife, Roberta, re- 
side in Maplewood, N. J., and have 
four children. His community activi- 
ties include directorships of the Com- 
munity Chest and Boy Scout Council 
of the Oranges and Maplewood. 





J. H. Smith 








will “ask you to dig a little deeper into 
your pockets.” 

E. J. Coffey, president of Interna- 
tional Assn. of A&H Underwriters said 
HIAA and HII are helping his organi- 
zation do a better job of educating 
the public at the grassroots level. He 
called upon the companies to support 
his association. 

W. Clement Stone, president of Com- 
bined of Chicago, described some ways 
companies can help build better public 
relations in line with HII’s objectives. 

HII staff members Sam Klein, Ar- 
thur E. O’Leary, Robert Waldron, Har- 
ry Meeker and Jerry Miller described 
their areas of operation. Mr. Klein and 
Mr. O’Leary deal with the press and 
other news media. Mr. Waldron pro- 
vides information for free lance and 
staff writers preparing articles for var- 
ious types of magazines. Mr. Meeker 
produces the newsletter, “Health In- 
surance and Its Publics.” Mr. Miller 
works with Health Insurance Council 
in providing health insurance informa- 
tion to physicians and hospitals. 
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Physicians Back Health Plans. Consistent 
with Good Medical Care, A.M.A. Chief Says 


Physicians will support or oppose 
any. program for financing health care 
costs depending on how that program 
affects the quality of service they 
render, Dr. David B. Allman, presi- 
dent-elect of American Medical Assn., 
told the annual meeting of Health In- 
surance Assn. of America at Washing- 
~~ Allman, a surgeon of Atlantic 
City, N. J., discussed “Medicine’s Role 
in Financing Health Care Costs” at 
the Wednesday morning symposium on 
financing health care costs. As long as 
insurance coverages are _ consistent 
with the maintenance of high quality 
medical care, physicians will support 
them. on 

In an economic sense, medicine 
seeks a price for its service at such a 
level that its services can be purchased 
by the public through reasonable fi- 
nancing mechanisms that do not ad- 
versely affect the quality of care 
rendered. 

Socially, physicians must oppose any 
financing mechanism that is a step 
toward socialization of the economy, 
Dr. Allman went on. From the point of 
view of self interest, physicians will 
expect adequate compensation for their 
services in order to maintain medicine 
as a profession to which qualified men 
can continue to aspire without fear of 
financial depredation. 

Administrative, ethical and _ socio- 
economic considerations will cause 
medicine to question the joining of 
prepayment or insurance mechanisms 
with the provision of care by closed 
panels of physicians, he declared. Po- 
litically and legislatively, physicians 
will oppose government programs that 
assume the responsibility for financing 
health care costs that are properly and 
more wisely the obligation and respon- 
sibility of individuals. 

With the advance of medical science 
and the greater accessibility of medical 
services, medical costs and even the in- 
cidence of disease may increase rather 
than decrease, Dr. Allman pointed out. 
The future extent and cost of illness 
will depend on many factors. The ad- 
vance of medical science will create 
new diagnostic and therapeutic meth- 
ods not now foreseen. New drugs will 
be developed, the effects of which on 
the course of human disease will equal 
or exceed today’s wonder drugs. The 
prolongation of life will increase those 
diseases of senescence which can be 
palliated, but not cured. The chronic 
diseases of aging will increase. 

“Ancillary health services—especial- 
ly in technical fields like chemistry, 


' physics, biology, and others—will in- 


duce rapid changes in the incidence of 
disease. The advance of medical 
science and the improved accessibility 
of medical service—may increase the 
totality of disease and the cost of diag- 
nosing and treating it.” 

These problems must be met by 
changes in prepayment and insurance 
mechanisms that permit a reasonable 
degree of responsibilty to be assumed 
by the patient, he said. 

In those health insurance mecha- 
nisms in which the patient himself 
does not assume a portion of the fi- 
nancial cost, someone else must do it. 
It is not without significance that Blue 
Cross Commission and American Hos- 
pital Assn. testified in favor of this 
administration’s health reinsurance bill 
that properly was buried in committee, 
he said. It can be expected that as 
hospital rates continue to rise at an 
anticipated rate of 5% per year the 


pressure for increased Blue Cross pre- 
miums must also increase. Under these 
circumstances it would not be surpris- 
ing if the Blue Cross sought govern- 
ment subsidy ever more vigorously, 
he said. 

From every point of view, the devel- 
opment of major hospital and medical 
expense insurance has been one of the 
most encouraging incidents in the his- 
tory of health insurance. He declared 
he was convinced that the vast major- 
ity of physicians will cooperate whole- 
heartedly in the sense of maintaining 
equitable fees so that the promotion 
of this type of insurance will not be 
impeded. He urged insurance compa- 
nies to step up their program of phy- 
sician-relations so that physicians can 
fully understand the relation between 
fees and the salability of major medi- 
cal insurance. 


Sees No Threat of 


Government Insurance 
(CONTINUED FROM PAGE 23) 

den public debt since government in- 
surance programs are usually con- 
ducted on a pay-as-you-go basis with 
no provision for accrued liability. 
Sixth, it insidiously erodes character 
by making it easy for great masses of 
the people to become free-loaders. Fi- 
nally, it is a step in the direction of 
curtailing political and economic lib- 
erties of the individual since govern- 
ment insurance can be used as a basis 
for greater and greater centralization 
of governmental authority.” 

“No business can compete in these 
situations because the government is 
using money derived from taxation 
and not from profits. While the pro- 
ponents of government insurance may 
say it is cheaper, that is a mere illu- 
sion. It may be cheaper to the imme- 
diate purchaser, but it is not cheaper 
to the taxpayers who foot the bill.” 

In a large sense, HIAA can be the 
vanguard for the entire insurance in- 
dustry, Mr. Johnson said. “Its mem- 
bership cuts across many different 
segments of the business and it is the 
only medium for the translation of the 
sometimes separate views of the life 
business on the one hand and the cas- 
ualty business on the other. The atti- 
tude which this association adopts 





with respect to governmental threats 
of the type I have described may well 
set a pattern for the remainder of the 
industry. Personally, I would like to 
see this association and the entire in- 
dustry adopt a more positive stand on 
the basis of the fundamental economic 
principles I have attempted to outline 
here. I think we should adopt public 
relations programs which will give a 
vivid portrayal of what we are doing 
in the public interest. The tremendous 
expansion of voluntary health insur- 
ance during recent years is an out- 
standing example of this. We should 
get our story across to the public and 
make our position known in the halls 
of the legislature. We should take 


steps to prevent the corruption of the 
insurance concept; to contradict the 
false and misleading belief that insur- 
ance can be a cure-all for all social 
ana economic ills; and to encourage 
more affirmative government action 
in the field of prevention. We should 
clearly define the types of risks which 
we believe to be insurable as well as 
those we believe to be uninsurable. If 
proposals are made for government 
entry into the field of the uninsur- 
able, I think we should insist upon the 
removal of any false label and ac- 
quaint the public with the subsidy 
or giveaway aspects of any such pro- 
gram, letting the taxpayers pick up 
the argument from there.” 
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53 CANDLES ON OUR CAKE 
AND ONE on yours... 


This year the National Casualty Company is 53 years old—and the 
Health Insurance Association of America is one! 


And we got a right to raise our rusty, old voice in singing “Happy Birthday 
To You”—for we’re one of your parents. Yesiree, as a charter member we “begat” 
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Ou GO Anniversary Year 





Eran 18G7 when pioneers travelled by covered 
wagon, Equitable Life Insurance Company of Iowa 
was founded, and its agents started selling life 
insurance equipped with little more than a rate book. 


TODAY Equitable Life of Iowa provides com- 
plete sales kits based on field-tested procedures, in- 
cluding one on mortgage insurance. This kit, 
with a phonograph training record, contains 
all the materials needed to make a con- 
vincing mortgage insurance presentation. 
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COMPANY CHANGES 


Union Mutual 


Myron M. Hilton has been promoted 
to 2nd vice-president, mortgage de- 
partment, and J. Warren Bishop has 
been advanced to controller. Mr. Hil- 
ton joined Union Mutual in 1947 and 
was named assistant secretary later 
that year. Mr. Bishop joined Union 
Mutual in 1955 and has been assistant 
controller. 


Shenandoah Life 
Howard L. 


Johnson has been 
appointed director 
of sales promotion 
and _ advertising. 
Prior to joining 
Shenandoah Life, 
he had been with 
Jefferson Stand- 
ard Life in adver- 
tising, sales pro- 
motion and public 
relations work 
since 1953. He 
previously was 
editor of the Cuba 
News & Review, a 
Missouri weekly newspaper, and ad- 
vertising and business manager of 
Planters Press Publishers, Bossier City, 
La. 


Old Republic Life 


Ronald Roberts, formerly with Ford 
Motor Co., has been appointed a coun- 
sel in the legal division of Old Republic 
Life. 


Connecticut Mutual 


Miss Lelia E. Thompson, counsel 
and head of the legal department since 
1948, has retired. She joined Connec- 
ticut Mutual as an attorney in 1927. 
She became the company’s first and 
only woman officer when she was 
named counsel. She is the only woman 
to have served on the executive com- 
mittee of Assn. of Life Insurance 
Counsel. 


American United Life 


Ralph J. Campbell and Carl E. 
Shaeffer have been appointed to the 
home office staff of American United 
Life. Mr. Campbell, who has become 
director of field service, formerly was 
an agency supervisor at Cedar Rapids, 
Ia. for the company. Mr. Shaeffer has 
been named an agency assistant. He 
has been in insurance for seven years, 
formerly in Illinois. From 1949 to 1951 
he was a professional basketball player 
with the Indianapolis Olympians. 


Provident Mutual 


Edward L. Stanley has been elected 
manager of mortgage loans and real 





H. L. Johnson 


vice-president and manager of mort. 
gage loans since 1953, who is retirj 
Mr. Stanley joined Provident Mutua} 
in 1937, becoming assistant manage 
of mortgage loans in 1949 and asgo. 
ciate manager in 1955. He is a CLy 
Mr. Savage has been with the compa. 
ny since 1914. He will continue to be 
active in the mortgage loan field, hay. 
ing formed Savage Mortgage Servicg 
Co., Inc. 


Guardian Life 


Michael J. Brennan, assistant see. 
retary since 1948, has been promoteg 
to assistant vice. 
president. He join. 
ed Guardian_Life 
more than 30 years 
ago as a clerk jn 
the medical de. 
_ partment, later ris. 
ing to manager of 
the general ac. 
counting depart. 
ment and then to 
manager of the 
premium account. 
~ . ing department, 
John A. Buckley Jr. John A. Buckley 
Jr., sales promotion director since 
1952, has been promoted to director of 
public relations. He started in insur- 
ance in 1940 with the disability claims 
bureau of Mutual of New York at New 
York City, where he stayed for two 
years. He rejoined MONY in the ad- 
vertising department in 1946, remain- 
ing until 1948, when he joined Guard- 
ian Life as sales promotion assistant. 





Prudential 

Philip Warth, news service manager 
of Prudential, has been promoted to 
assistant director, public information. 
He will head the press relations sec- 
tion. He has been with the press rela- 
tions section for nearly 10 years, and 
before that had diversified newspaper 
experience. 


Home Life of N.Y. 


Five members of the home office 
staff have been given officer status and 
increased responsibilities: 

Frederick C. Erdman, with Home 
Life since 1937, becomes assistant 
manager-methods. He has been meth- 
ods assistant in the methods and serv- 
ices department since 1955 and has 
done methods work with the group de- 
partment and in connection with the 
company-wide work simplification pro- 
gram. 

Henry Farber, manager of field serv- 
ice since 1955, has been with Home 
Life since 1949 and for a time was 
managing editor of The Home Life 
magazine. 

Thomas E. Quinlan becomes general 
counsel. He joined the company in 1948 
and has been handling group depart- 
ment law matters. 

James C. Sheridan and James F. 
Straley were named assistant manag- 
ers-securities. Mr. Sheridan joined the 





estate to succeed Frank A. Savage, 
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Guaranteed Renewable A & S and hospi- 
talization, 


Family Group, low cost Whole 




















Write 
H. S. HAGAN 
President 









Life, Disability income of $10 per month per 
$1,000.00, low cost Term insurance, Substand- 
ard to 500% mortality. These are just a few 
of our up-to-the-minute attractions. Grow with 
us! 


Midland National 


LIFE 


INSURANCE COMPANY 


Watertown, South Dakota 
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your Mutual 
Benefit 
oe? Life Man 


\ SAYS: 


The extra service Mutual Benefit 
Life men give their clients pays off 
handsomely, in many ways. With 
a beautifully planned life insurance 
program, clients get the most 

for every insurance dollar—so 
they’re really satisfied. And because 
they’re satisfied and tell others, 
Mutual Benefit Life men like 
Joseph M. Koch, Jr. of 

Newark, N. J., find it a whale of 
a lot easier—and quicker— 

to build sound, profitable careers. 








é 


nana cl 


The Mutual Benefit Life 
Insurance Company, Newark, N. J. 














_ company in 1946 after 12 years in in- 


vestment and analysis work. Mr. 
Straley has been with Home Life since 
1953 and had several years investment 
experience before that. 


Union Labor Life 


H. Willard Allstrom has been ap- 
pointed vice-president actuary, suc- 
ceeding Eli Grossman, who has re- 
signed to join Beneficial Standard Life 
at Los Angeles. Prior to joining Union 
Labor Life, Mr. Allstrom was actuarial 
supervisor of Metropolitan Life, the 
company with which he started in in- 
surance as an actuarial clerk in 1940. 


Equitable Society 


Edward C. White Jr. has been named 
manager of public utilities securities 
in the securities investment depart- 
ment. He joined Equitable Society as 
a railroad securities analyst in 1936 
and has been assistant manager of in- 
dustrial securities since 1952. 

Dr. Luther Cloud has been named 
assistant medical director and will 
serve in the bureau of employes’ 
health at the home office. He has been 
in the medical department of New 
York Telephone Co. for two years and 
previously was in private practice in 
Montgomery, W. V: 


RECORDS 


SOUTHWESTERN LIFE—D uring 
the first quarter of 1957 Southwestern 
passed the $1% billion mark. As of 
March 31 the company had $1,507,401,- 
227 of insurance in force, an increase 
of more than $40 million since the 
beginning of the year, and exceeding 
last year’s first quarter gain by almost 
$10 million. Southwestern Life had to- 
tal life sales of $70,650,771 in the first 
quarter, a 25% increase over last year’s 
first quarter sales and a 44% gain over 
the same period in 1955. 


UNITED LIFE & ACCIDENT—In- 
surance in force at the end of the first 
quarter totaled $234,419,436, up $8 
million. Total new sales were up 59% 
and direct ordinary production was up 
48%. Assets climbed to $36,784,279, up 
$420,000. Surplus reached $2,305,245 
and capital funds came to $3,240,000. 


PAN-AMERICAN LIFE—The an- 
nual president’s month campaign in 
March was the most successful on rec- 
ord, with new applications up 14.9%. 
Sales in the first quarter were up 
38.4% and insurance in force rose to 
$949 million. 


Walter S. Payne, manager for Prudential at 
Los Angeles, has won the president’s citation 
for 1956, the fifth time he has received this 
award since 1946. In addition to the president’s 
citation, Mr. Payne also was awarded the vice- 
president’s trophy, the top regional award for 
the 11 western states and Hawaii. Mr. Payne’s 
organization was split approximately in half to 
form the new San Fernando agency last year. 
Despite losing half his productive force, the 
1956 record was within $700,000 of 1955’s $15 
million production figure. Group insurance 
volume was $24,715,000. Mr. Payne has been 
with Prudential for 35 years, 27 of them as an 
agency manager. He served at Salt Lake City 
and St. Louis before assuming leadership of 
the Los Angeles agency. 


The San Antonio agency of Southland Life 
in April became the first agency ever to hold 
simultaneously the company’s two campaign 
trophys. The agency led the company in the 
spring A&S campaign and also won the pres- 
ident’s trophy for ordinary production. A new 
individual record was set during the A&S 
campaign by Sully Woodland, San Antonio, 
who submitted $4,136 of A&S premiums. Fol- 
lowing closely was Leo L. Westerholm, Port 
Lavaca. Both men are members of the San 
Antonio agency. 

















Equitable 25-Year Employes Dine 

Equitable Society’s Twenty-five 
Year Corps held its annual dinner at 
Waldorf-Astoria hotel and marked 39,- 
000 years of service by 1,287 officers 
and employes. 

Walter Klem, senior vice-president 
and actuary, was dinner chairman. He 
welcomed 56 new members and noted 
that membership was at a record high. 
Other speakers were Chairman Ray 
D. Murphy and President-elect James 
F. Oates Jr. 










The Men With The Guarantee Announce 


fe THE 1957 SALES 
: PROGRAM 


Featuring: 





~ GRADED PREMIUMS — recognizing the quantity 
purchase. 


REDUCED RATES FOR WOMEN — recognizing 
x their increased longevity. Available in states where 
approval has been obtained. 


THE FAMILY PROTECTOR — coverage of wife 
~ and children convertible anytime during life of pol- 
icy. Family coverage is added to any permanent 
plan on life of father. 





Write Today for Full Information to: 


a wld 
J. D. Anderson 












Agency Vice President = a Ss 
Goreme TuUarantec : 

3 PAUTUAL LIFE COMPANY €& 

Ralph E. Kiplinger, president San aT NTA 



























, Handbook of Civil Service Benefits 





This new 40-page reference manual is an analysis of 
the benefits available to the more than two million 
workers covered under Civil Service. Since very little 
easily-comprehensible material has been written on the 
subject of Civil Service benefits, this handbook will 
meet a warm reception from government employees. 
And during the interview it is especially valuable be- 
cause it “shows” the prospect the exact benefits to 
which he and his family are entitled. Section 5 analyzes 
the benefits in terms of needs, and points out the de- 
ficiencies in Civil Service protection that can be ade- 
quately met only through life insurance. 





















Two copies, $1.50 postpaid. 
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to make payment in advance. 


Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 


THE NATIONAL UNDERWRITER—LIFE EDITION 








Life Insurance 


HOME OFFICE 
CHIEF EXECUTIVE OFFICER 


New, well-financed California Life Insurance Company requires man 
capable of functioning as Chief Executive Officer. This represents an 
outstanding opportunity for the right man. 

Candidates must have substantial top-management experience in a 
Life Company home office. Salary commensurate with experience. 
Our executive staff knows of this advertisement. 


Please submit resume of background to Box U-3, c/o The National 
Underwriter Company, 175 West Jackson Blvd., Chicago 4, Illinois. 


All replies will be held in strict confidence. 


GROUP ACTUARY 

TO GROW WITH CANADA! 
If you have an F.S.A. plus ten years’ ex- 
perience in a Life Insurance Company; 
If you have some knowledge of Group An- 
nuity and Group A. and S. operations; 
If you are between age 35 and 45; 
If you are willing and able to carry the 
responsibility of a senior position in a 
rapidly expanding Canada Life Insurance 
Company which is sharing in Canada's 
phenomenal economic expansion— 
THEN you are invited to investigate this 
opportunity by contacting Box U-32, c/o 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Jll. All replies 
will be treated in strict confidence. Our 
Actuarial staff have been advised of this 
development. 














AN UNUSUAL OPPORTUNITY 


We are an internationally known eastern company writing accident and health and 
life insurance. The leader of one of our foremost established agencies, located in a 
large and growing southern city, retires in a few months. Company growth and agency 
expansion make it necessary for us to seek his successor from outside the Company. 
This is a tremendous opportunity of the once-in-a-lifetime variety for the man whose 
accomplishments and personal characteristics qualify him to lead a sizeable group 
of hard-hitting professional insurance salemen, who are accustomed to regular, con- 
sistent, high-level production results. When replying please give complete details of 
your qualifications including management experience. Write Box U-34 c/o The 
National Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


MILITARY LIFE AGENTS 


If you are an experienced life insurance 
agent familiar with writing military per- 
sonnel and want to work with a company 
that specializes in this field, writing both 
ordinary and term at the same old NSLI 
rates, write Time Life Insurance Company, 
Box 247, San Antonio, Texas, stating your 


qualifications: -’ 














WANTED 


A GENERAL MANAGER 
BY AN OLD ESTABLISHED 
GENERAL AGENCY 
One who can hire and train men in 
Health and Accident and Hospital- 
ization Insurance. 
The man selected will receive a 
salary of $10,000 yearly plus an 
Overwriting, Renewals, and Bon- 
uses which should amount to a 
minimum of $25,000, annually. 
If you are the man we are looking 
for send us complete information re- 
garding Age, Residence and em- 
ployment for the past ten years. 
Everyone in our organization knows 
about this ad. All correspondence 
held strictly confidential. Address 
Box U-26 c/o The Nationa! Under- 
writer Co., 175 West Jackson Blvd., 
Chicago 4, Ill. 


ACTUARIES 
ASSOCIATES OR STUDENTS 
Starting salaries of $7—$8—$9— 
$10,000; experience in Group de- 
sired but not essential. If you want 
to be associated with a dynamic 
midwest insurance company (not 
Chicago) write us, in confidence, so 
we can evaluate your background in 
light of our needs. Send replies to 
Box U-27 c/o The National Under- 
writer Co., 175 West Jackson Blvd., 

Chicago 4, Ill. 


WANTED—ASSISTANT ACTUARY 


Rapidly growing Southern California Life 
Insurance Company has unusual opportu- 
nity for man with creative ideas based on 
broad experience in life insurance cover- 
ages and knowledge of actuarial science. 
Salary open. Replies will be treated in con- 
fidence. Address Box U-37 c/o The Na- 
tional Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








GENERAL AGENCIES 


Lifetime opportunity open in Madison and 
Green Bay, Wisconsin for men under 45, 
experienced as personal producers and as- 
sistant managers, who have ability to man- 
age an agency. We offer modern contracts 
in life, hospitalization and A & H. Furnish 
full details in first reply which will be 
treated confidentially, to Joseph F. Walsh, 
President, Catholic Knights of Wisconsin, 
716 N. 16th Street, Milwaukee, Wisconsin. 








DESIRE 
three insurance personnel, 
men or women 
One for general home office service. 
One for actuarial service. 
One for agency or production. , 
Address Box U-25 c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Illinois. 




















GROUP MANAGER 


New life insurance company seeks 
man with sufficient management ex- 
perience to organize, set up pro- 
cedures and administer group A & S 
and Life department. Actuarial pro- 
ficiency desirable. 


Address Box U-41, c/o The National 
Underwriter Co., 175 W. Jackson 
Blyd., Chicago 4, Ill. 





ASSOCIATE 
MEDICAL DIRECTOR 


Midwestern life insurance company 
with almost a billion in force has an 
unusual opportunity for a doctor 
qualified to be Associate Medical 
Director. Excellent starting salary. 
Present Medical Director plans to 
retire and relinquish title within five 
years. Below age of 45 preferred. 
Address Box U-33 c/o The National 
Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. Giving full par- 
ticulars as to your qualifications. 








WANTED TO BUY 

Small or medium size Life Insurance Com- 
pany. Replies confidential. PIONEER IN- 
VESTMENT COMPANY, P. O. Box 463, 
CHICAGO 90, ILLINOIS. 











FOR SALE 


Copies of the Transactions of the Actuarial 
Society of America—Vols. | thru 21. Vols. 24, 
29, 30, 31, 33, 34, 35, 36, 37. AN are Morocco 
Bound except vol. 37. Contact: J. E. Faust, II 
Payne Place, Normal, Illinois. 











WANTED — STATE AGENT 


Will give exclusive Sales Management Contract 
to qualified representative for state of Arizona. 
Top « issi and b Young but agres- 
sive Life Company. Reply to: T. ¥. Koontz, 
President, State Security Life Insurance Com- 
pany, 1010 Jackson Street, Anderson, Indiana. 











Mutual Benefit Program 


Wins Freedom Award 
(CONTINUED FROM PAGE 18) 
financial crises, has more self-reliance 
and initiative, and is more confident 

and capable of sound decisions. 

In using the program, it developed 
that employes were eager for informa- 
tion dealing with their own problems 
but they were reluctant about asking, 
in class, for this information or for the 
help of a qualified adviser in solving 
these problems. As a result, employes 
were missing out on the most valuable 
part of the session—a confidential re. 
view, with the financial counselor, of 
their personal financial planning. Con- 
sequently, this session is given now in 
two parts. 

Part 1 is the group session, including 
the Making Money—Work film and a 
brief lecture by the Mutual Benefit 
agent. He discusses various check- 
points an individual should consider 
in determining the soundness of his 
financial plan—wills, joint ownership 
of property, social security, how to in- 
crease the value of present life insur- 
ance. 

Part 2 is an individual consultation 
between each employe and the Mutual 
Benefit man. This consultation is held 
on company premises during the reg- 
ular work hours. During the discus- 
sion the employe receives answers to 
his questions and gets suggestions on 
solving his personal financial prob- 
lems, plus a kit of booklets on manag- 
ing money and investing. 

Although the financial planning ses- 
sion is optional, less than 2% of the 
companies using “The True Security” 
have omitted it. In fact, so high is the 
interest in economic education that 
some who felt their own training 
program covered everything but finan- 
cial planning have used only this ses- 
sion. 

Mutual Benefit Life has received 
many warm expressions of praise for 
the program, and for the financial 
planning sessions specifically. Sales in 
substantial numbers have also re- 
sulted. A Detroit agent, for example, 
reported that he presented the finan- 
cial planning session to a group of 12 
and has already written $140,000 of 
life insurance and has several other 
cases pending. 

One agency reported: “Recent sales 
from financial planning sessions in- 
clude 12 cases for $48,000 in a nation- 
ally known soap company; five cases 
for $43,500 to employes of a brewery, 
with more to come; three cases for 
$32,350 in a cork company; three cases 
for $33,000 in a manufacturing firm; 
four cases for $29,000 in another or- 
ganization; two cases for $37,700 from 
a small manufacturing company, with 
more to come.” 

Another agent wrote $305,000 on 11 
lives as a result of his first financial 
planning session. On the west coast, an 
agent has written $311,000 on 15 lives 
in one company and still has prospects 
to see. 


LAA Publishes Proceedings 

Life Insurance Advertisers Assn. has 
published the proceedsing of its 4-day 
annual meeting held last fall at New 
Orleans. The 102-page book has been 
mailed to members and interested per- 
sons. 








Byron F. Shirkey, chief underwriter 
for Midland Mutual Life, recently ob- 
served his 30th anniversary with the 
company. He was presented with a 
diamond pin. 


Ora R. Leverett, co-founder and for- 
merly vice-president of American In- 
dependent Life, has been named na- 
tional sales director of National Farm- 








ers Union Life of Denver. 
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Spahn of Metropolitan 
Heads LIAMA Committee 


for Combination Companies 


Glen J. Spahn, 2nd vice-president 
of Metropolitan Life, was elected 
chairman of the combination compa- 
nies committee of LIAMA at a three- 
day conference last week at Holly- 
wood Beach, Fla., for member compa- 
nies which write both industrial and 
ordinary. Mr. Spahn succeeds R. E. 
Fort Jr., vice-president of National 
Life & Accident. 

Three others were elected to three- 
ear terms on the combination com- 
anies committee. They are George F. 
Albright, Life of Virginia; Harold D. 
Coley, president of Durham Life, and 
George B. Thompson Jr., John Han- 
cock. Retiring from the committee are 
William P. Lynch, Prudential, and 
Fred I. Wunderlick, Baltimore Life. 

Mr. Spahn joined Metropolitan in 
1927 as an agent and held various field 
positions until 1935 when he went to 
the home office as assistant superin- 
tendent of agencies. He was made 3rd 
vice-president in 1944 and advanced to 
his present position in 1947. 


y 


Neb. Insurers Start Group 


Claim Research Section 


The group department of United 
Benefit Life and Mutual Benefit H.&A. 
has consolidated several functions of 
certain of its sections into a new sec- 
tion called group claim research. Pri- 
mary purpose of this section is to help 
stabilize the claim costs for the bene- 
fit of group insurance policyholders. 
Group claim research will be under 
the supervision of George D. Edson, 








Variable-Income Group 


Annuities Urged in Mass. 
(CONTINUED FROM PAGE 1) 

der a trust agreement, said Mr. Slater. 
Guarantees would be the employer’s 
responsibility and the life company 
would serve in the capacity of adviser 
on the amount of funds needed to take 
care of guarantees and would be 
charged with responsibility for invest- 
ing the funds. 

Several of the Massachusetts com- 
panies represented at the variable an- 
nuity hearing endorsed the Slater plan. 
Some of the strong advocates of the 
variable annuity, however, wonder 
whether adoption of the plan might 
not delay legislation legalizing the 
across-the-board variable annuity. 


who has been with United and Mutual 
since 1949, recently as assistant super- 
visor of the group claim department. 


Lyle B. Pelton Joins 
LIAMA as Consultant 


Lyle B Pelton, 
formerly field 
training manager 
for Monarch Life 
of Massachusetts, 
has joined LIAMA 
as consultant in 
the company re- 
lations division. He 
also will serve on 
the faculty of 
LIAMA schools 
and contribute to 

— LIAMA publica- 
Lyle 6. Pelton tions for agents 
and managers. Mr. Pelton entered the 
insurance business in 1947 as an agent 
for New York Life at Milwaukee. Aft- 
er two years he was appointed assist- 
ant manager, and in 1952 became gen- 
eral agent for Monarch Life, opening 
a branch agency in Milwaukee. He be- 
came a training assistant at the Mon- 
arch home office in 1955 and this year 
was made manager of field training. 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. La Salle St., Chicago, May 7, 1957 




































Current 

Bid Asked 
Aetna Life 187% 190 
Beneficial Standard  ..........s000 17% 18% 
Cal.-Western States. .......... 84 86 
Colonial Life ................ 122 130 
Columbian National 78 80 
Commonwealth Life .. 23% 24% 
Connecticut General ... 257 
Continental Assurance ...........0 115 
Franklin Life ............... - 108% 
Great Southern Life ..........cc 15 
Gulf Life 27% 
Jefferson Standard .....s cece 84 
Kansas City Life ... . 1120 
Life & Casualty ............ 20% 
Life Insurance Investors 14%2 
Life of Virginia ................ 9942 
Lincoln National Life 208 
National L. & A. ......... 87'2 
North American, Ill. . 18% 
N.W. National Life ... 88 
Ohio State Life .... 268 
Old Line Life ........ 58 
Republic Natl. Life 36 
Southland Life ........... 83 
Southwestern Life ..........:cscseeeeee 94 
Travelers 83 
CEN BR on cscessecscsscqsesssscscataccesscosts 2344 
U. S. Life 29 
West Coast Life 2.0.0.0... 46 
Wisconsin National .............0 53 





ance experience. 
Here are a few advantages: 


premium 


bh Ww 


Thompson, President, 


_910-17th St., N.W. 





FOR THE MILITARY UNDERWRITER 


If you are a member of N.A.L.U. and a million dollar producer 
selling commissioned officers, and if you need a service com- 
pany for your surplus officer business, write today to learn of 
the many advantages offered by General Services Life... 
owned by officers and managed by former officers with insur- 


1. Government allotment rate at 1/12 annual 
2. Unusual—and favorable—plan for aviation extra 


. Direct Mail Advertising that gets leads 

. Complete Personal Affairs Service in Washington, 
D. C., available to all policyowners. 

For full brokerage information, write in confidence to Carl 


GENERAL SERVICES LIFE INSURANCE COMPANY 


Washington 6, D.C. 














Complete portfolio of Life and S&A... outstanding 
package exclusives . . . Junior Estate builder . . . 
automatic Waiver . . . $10-per-thousand Disability 
Income ... Non Cancellable S&A (to 65)... 
comprehensive mass coverages . . . progressive mer- 
chandising . . . professional training . . . exclusive 
performance bonus. Ask for Confident Living bro- 
chure “‘BO-321”’. 


HOME OF 


(onfident 


Living 










HOME OFFICE 
MINNEAPOLIS, 
MINNESOTA 





NORTH AMERICAN Fife and Casualty Zampany 


H. P. Skoglund—President « J. E. Scholefield, CLU—Vice President, Director of Agencies 


@ @ @ @ OVER HALF A BILLION OF LIFE INSURANCE IN FORCE @© @© @ @ 








The Colonial Life & 


Insurance Company of America 


Home Office: 
East Orange, New Jersey 
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Find your future 


with STATE LIFE 





- venjoy »» 
the benefits 
of your own 
agency 





Climb the ladder of success, reap the 
benefits of an agency all your own. 
Yes, it’s crystal clear that you, too, 
can have a successful future when you 
are associated with State Life. A lib- 
eral contract with generous commis- 
sions, successful training programs, 
and a complete set-up of modern 
low-cost policies will pave the way 
for your easy progress as a career 
underwriter. Many excellent oppor- 
tunities available in 21 states. Write 
for details. No obligation. 






Dini H. Lucus—Director of Agencies 
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|| ACTUARIES | 


CALIFORNIA ILLINOIS (Cont.) B 


COATES, HERFURTH & CHASE CONOVER & CO. 
‘ Consulting Actuaries 


ENGLAND pl 


CONSULTING. ACTUARIES Insurance Accountants 
San Francisco ‘Denver _—— Los Angeles oe Gane 


IOWA 












































GA.-VA.-N.Y. 











BOWLES, ANDREWS & TOWNE] || TAYIOR AND TAYIOR 
ACTUARIES CONSULTING ACTUARIAL AND 
Insurance Company IBM STATISTICAL SERVICE 
Management Consultants . 814 American Bldg. 
RICHMOND —sATLANTA_-—Ss NEW YORK Home Office Cedar Rapids, lowo 
































GEORGIA & INDIANA & 
MICHIGAN NEBRASKA 











ALVIN BORCHARDT & COMPANY Haight, Davis & Haight, Inc. 
CONSULTING ACTUARIES Consulting Actuaries 
= AND = 
3501 CADILLAC TOWER DETROIT 26, MICH. q q 
1106 WILLIAM OLIVER BLDG. ATLANTA, GA. Indianapolis Omaha 























ILLINOIS wnnnedlicannense 
Consulting Actuaries 


CARL A. TIFFANY & CO. Auditors and Accountants 


CONSULTING ACTUARIES 
211 West Wacker Drive 














Wolfe, Corcoran & Linder 




















CHICAGO 6 | 116 John Street, New York, N. Y. 
Telephone CEntral 6-1288 
PENNSYLVANIA 
Harry S. Tressel & Associates Coming Sveeees 
Consulting Actuaries —— 
staan 12 Lasalle 'St., Chicago 3, lino E. P. HIGGINS AND 
$7 ALLA, 
Loy aaemel NALA. oma Kremer COMPANY 
NA. Moscovitch, F.S.A. D. W. Sneed (Frank M. Speakman Associates) 
A. E. Selwood Eugene P. Higgins Bourse Building 


FRanklin 2-4020 Clayton Williams Philadelphia 6, Pa. 


























Credit Life Control Is 
Challenge to States 


(CONTINUED FROM PAGE 1) 
by the insurance department of the 
state. 

2. The regulation should apply to 
both individual and group credit life 
insurance. 

3. A maximum limit should be im- 
posed on the amount which the cred- 
itor may charge the borrower or pur- 
chaser for the insurance. 

4. The amount the creditor may 
charge the debtor should be consistent 
with the economic value of the life 
insurance to the debtor, but must be 
ample to induce the creditor to market 
the coverage and to encourage neces- 
sary or desirable experimentation with 
the coverage. 

5. A maximum limit must be placed 
on the amount of total compensation 
the creditor may receive and retain. 

6. The limit on the amount the 
creditor may charge the debtor and the 
amount the creditor may receive must 
be fixed by statute and must not be 
set by regulatory authority. 

7. The amendment should provide 
for registration of all creditor organi- 
zations as a condition of making any 
charge to debtors for credit life insur- 
ance. 

Mr. Hill also suggested several mis- 
cellaneous provisions which should be 
incorporated in these regulations, and 
added that if they were enacted, the 
insurance companies should be freer 
to compete with each other to furnish 
a better product within the price range 
permitted. 

“The absence of an effective regula- 
tion can only result in the debasement 
of the insurance industry through ex- 
cessive and unjustifiable charges to the 
consumer,” he warned. “Quite apart 
from the danger of federal regulation, 
this matter presents a very serious 
threat to the standing of a business 
that, to survive, must operate in the 
public interest.” 





Irvine Nominated for 
MDRT Committee Post 


(CONTINUED FROM PAGE 1) 
tion, and Mr. Goldman is named to 
continue on the executive committee 
as immediate past chairman. 

Mr. Irvine served as vice-chairman 
of the program committee in 1955 and 
1956, having had charge of room-hop- 
ping sessions last year. In 1954 he was 
vice-chairman of the reception and 
registration comittee and also served 
as a co-host in a room-hopping session 
on estate planning. He specializes in 
estate planning, business insurance, 
and employe benefit plans for closely 


held corporations. He is a CLU 

Mr. Irvine was president of th 
Chattanooga Life Underwriters Asy, 
the year it won the National Assn, of 
Life Underwriters award for the logy 
association making the largest percenj. 
age increase in membership. He js , 
charter member and is currently vice. 
president of the Chattanooga Estat. 
Planning Council. He is immediate pay 
chairman of the Lookout Mountajp 
Presbyterian Church board of deacon 
and is a director of the Chattanoog, 
YMCA, besides engaging in many oth. 
er civic and business activities. 

Except for marine corps service dur. 
ing World War II, Mr. Irvine has bee 
in the life insurance business sing 
graduating from University of Chatta. 
nooga in 1936 with honors in econom. 
ics and commerce. He received the 
award given the varsity athlete wit, 
the highest four-year scholastic aver. 
age and he is now an alumni trustee 9j 
the university. 

Mr. Irvine entered the life insurance 
business as an agent of Penn Mutua 
at Chattanooga. He later became Con. 
necticut Mutual’s district agent 
Chattanooga and then its general agen 
at Nashville before returning to Chat. 
tanooga as general agent for Nationa] 
Life of Vermont in 1946. He paid fo 
his first million in 1947, when he was 
32 years old. He became a life an 
qualifying member in 1952 and has 
qualified for the Round Table every 
year since 1954. 

Serving on the nominating commit. 
tee with Mr. Priebe are Mr. Goldman, 
George B. Byrnes, New England Life 
New York City, a past chairman of 
the MDRT; Clarence E. Smith, North- 
western Mutual, Chicago, and Gerald 
W. Page, Provident Mutual, Los An. 
geles. 





Conn. Court Rules Against 


Variable Contract 
(CONTINUED FROM PAGE 1) 

annuity in a fixed number of dollars 
does not constitute payment of a fixed 
sum, because the purchasing power of 
the dollar has depreciated in recent 
years and is likely to continue to do s0, 
the opinion said: - 

“This is true. There is a real distinc- 
tion, however, between the general de- 
preciation in the value of the dollar 
and the depreciation which may occur 
in the value of the units in a variable 
endowment or annuity fund. The form- 
er is due to widespread economic fac- 
tors affecting all alike. The latter may 
be due to such factors, but it may also 
be due to possible poor judgment or 
lack of skill in the management of 
investments in the particular fund.” 





A Symbol 
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New England 
company affording 
professional guidance 
and sound protection 
to policyholders 
since 1891... 





v 
BOSTON MUTUAL LIFE INSURANCE COMPANY 
156 STUART STREET ° BOSTON 16, MASSACHUSETTS 
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TO SECURITY 


The Doorway to Security 
is a way of life 
to all career minded 


Western and Southern members 


THE WESTERN AND SOUTHERN 
LIFE INSURANCE COMPANY 
A Mutual Company Cincinnati, Ohio 





Another good reason why people look up to 
The Man from Equitable 


Living Insurance by Equitable 


The Equitable Life Assurance Society of the U.S. » 393 Seventh Avenue, New York 1, N. Y. 





